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GOVERNMENT MONOPOLY 
OF MARINE BUSINESS 
MEANS HIGHER RATES 


William H. McGee Points to Argentina 
and Uruguay as Striking Indi- 
cations of Results 








HIGH TAXES DISADVANTAGEOUS 





Competition Among American Compa- 
nies Caused By Pitting “Experi- 
ence Against Ignorance” 





When the sub-committee of the Com- 
mittee on Merchant Marine and Fish- 
eries appointed by Congress convened 
on July 16 Honorable Frederick H. Lehl- 
bach, chairman of the committee, pre- 
sided. It was expected a report from 
the executive committee of the Amer- 
ican Marine Underwriters’ Association 
would be read, presenting recommenda- 
tions. The work of compiling the recom- 
mendations was not completed, and as a 
result it was not presented to the com- 
mittee. 

The purpose of these hearings is to 
get information and suggestions upon 
which to base legislation, if necessary, 
for the encouragement of marine insur- 
ance of the American Merchant Marine 
by American capital and through the 
agency of American companies. Chair- 
man Lehlbach called William H. McGee, 
of Wm. H. McGee & Co., marine under- 
writers of 15 William Street, New York. 

In starting his statement Mr. McGee 
said: “I take it you are all very famil- 
iar with the subject of marine insurance 
and its very international character.” 
Mr. McGee was advised that the mem- 
bers of the committee are only mem- 
bers of Congress and that they were 
there to learn something about marine 
insurance. Mr. Chindblom said: “Don’t 
assume we know anything about it.” 

Business Is International 

Mr. McGee stated that marine insur- 
ance is of a very international charac- 
ter. Illustrating he said: “One of our 
New York shippers was making a ship- 
ment of goods from New York to Rio de 
Janeiro. He presented a letter from his 
consignee instructing him to make the 


(Continued on page 23) 
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FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, 
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INSURANCE IN NEW 
YORK STATE INCOME 
TAX PROVISIONS 


Companies and Managers Are Consti- 
tuted “Withholding Agents” 
Under the Act 








NON-RESIDENT DISCRIMINATION 





Under Certain Conditions Each Office 
is Liable for Tax On 
Commissions Paid 





By Preble Tucker 

The recently enacted New York State 
personal income tax law has given rise 
to several questions of much impor- 
tance to insurance agents and brokers. 
These questions hinge mainly on the 
proper interpretation of the provisions 
relating to withholding the tax “at 
source,” upon commissions earned on 
business done in this state, by agents 
and brokers residing outside the state. 

Already the state attorney general 
has been called upon to write several 
opinions on the various points raised 
in connection with the withholding and 
reporting provisions of the act, and the 
state comptroller has issued rulings, 
for the purpose of enabling persons af- 
fected by such provisions, to comply 
properly with the law. 

Study Shows Ambiguities 

A close study of the law itself only 
serves to bring out more clearly its 
many ambiguities. Without the inter- 
pretations given out by the attorney 
general and the comptroller, it would 
be practically impossible for the aver- 
age citizen to arrive at any clear under- 
standing of its requirements 

While it is well to bear in mind that 
the construction, given to the law by 
the attorney general and the rulings 
announced from time to time by the 
state comptroller, are subject to subse- 
quent reversal or modification by the 
courts, we must accept them as bind- 
ing until changed by competent au- 
thority. Such being the case, it is 
my purpose in what follows to treat of 
the withholding provisions of the law, 
as they stand today, according to the 
published interpretations of the attor- 
ney general and state comptroller. 

Discrimination Against Non- 
Residents 

The New York State personal income 
tax law is contained in Article 16 of 
the state tax law, and was added to 
said law by chapter 627 of the Laws of 
1919. Its provisions apply to the in- 
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come of “any person, trust or estate 
subject to a tax imposed by this law”; 
thereby excluding corporations. The 
persons upon whom the tax is imposed 
include not only residents of New York 
State, but non-residents who receive 
income from sources within said state. 
The attorney .general, in an opinion 
dated May 29, 1919, states that “the 
work done rather than the person pay- 
ing for it should be regarded as the 
source of income.” From this it would 
appear that all insurance agents and 
brokers, regardless of their residence, 
who receive commissions upon insur- 
ance written in New York State, are 
subject to the tax so far as such com- 
missions are concerned, irrespective of 
whether or not the persons or corpora- 
tions paying said commissions shall be 
residents of, or operating under, New 
York State charters. 

The salient distinction, however, be- 
tween resident and non-resident recipi- 
ents of commissions, lies in the fact 
that, in computing the income tax to 
be imposed, the former are entitled to 
the personal exemptions and deductions 
provided by the law; such as the $1,000, 
and $2,000 exemptions for single and 
married men respectively, and business 
expenses, losses, etc.; whereas the lat- 
ter apparently will not be entitled to the 
benefit of any such exemptions or de- 
ductions, unless he shall have filed the 
return required of residents, with the 
New York State comptroller, showing 
his gross income both within and with- 
out the state. In such case, he will 
obtain the benefit of the deductions for 
expenses, etc., allowed to residents to 
the extent that they are connected with 
income from services within the state, 
but not of the personal exemptions. 

Credits Allowed 

If such non-resident has become liable 
for an income tax to the state or coun- 
try in which he resides, he will be en- 
titled to credit on his New York income 
tax, such proportion of the income tax 
paid by him to the state or country of 
his residence as his taxable income in 
New York State bears to his entire in- 
come taxable by the state or country of 
his residence. This provision applies 
only to the income taxes imposed by 
another state or country, and not to 
the Federal income tax, which cannot 
be deducted in computing net income 
for state income tax purposes. 

To Reach All Taxable Persons 


The underlying intent of the law is 
plainly to reach the income of every 
natural person, derived from business 
carried on by him in New York State, 
irrespective of his residence. To ac- 
complish this purpose, it has been nec- 
essary to incorporate in the law, what 
are known as the “withholding provi- 
sions” contained in Section 366. It 
should be remembered that, owing to 
the proximity of New York City to sev- 
eral State boundary lines, its non-resi- 
dent business population has reached 
enormous proportions. To exempt such 
non-residents from the income tax im- 
posed on all residents would be mani- 
festly unfair to the latter, and result 
in unequal distribution of the tax bur- 
den. Accordingly, some method of tax- 
ing the income of non-residents at its 
source was essential, Whether or not 
the provisions of Section 366 constitute 
the best method, is quite beside the 
question. Whether or not they violate 
Article IV, Section II, of the Federal 
Constitution, as is claimed by some, is 
a matter for the courts to decide. At 
the present writing, these provisions 
are in the law and must be obeyed. 

Small Wage-Earner Exempt 


Practically speaking they oblige all 
individuals, corporations, and partner- 
ships doing business in New York State 
to make a return to the State Comp- 
troller of “complete information” con- 
cerning tha amount of all salaries, 
wages, commissions, gratuities, emolu- 
ments, perquisites and other fixed or de- 
terminable annual or periodical com- 
pensation paid to or earned by any 
taxpayer, taxable under this law, 
amounting to $1,000 or more in any 
taxable year. 

Tax to Be Withheld at Source 


‘The law designates such individuals, 
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partnerships, and corporations as “with- 
holding agents” and requires them to 
deduct and withhold the tax from all 
such salaries, wages, commissions and 
other fixed and determinable annual or 
periodical compensation of whatever 
kind and whatever form paid or re- 
ceived, earned for personal service and 
taxable under this law, if the amount 
received in any taxable year by any 
individual equals or exceeds $1,000 
(whether the person entitled to such 
compensation is married or unmarried) 
unless there shall be filed with the 
withholding agent, before the time 
when he is required to make payment 
thereof, a form of certifi¢date known as 
Form 101. This certificate sets forth 
in effect that the person entitled to 
such salary or compensation is a resi- 
dent of the State of New York, gives 
his residence and address, and must be 
signed by him. 

It is clear from the foregoing that 
every withholding agent, paying out 
such compensation for personal serv- 


ices to any individual during the tax- 
able year, to the amount of $1,000 or 
more, is required to deduct and with- 
hold therefrom the prescribed amount 
of tax, unless such individual has filed 
with the withholding agent the form of 
certificate described above. In default 
of so doing the withholding agent is 
made liable for such tax himself, and 
also to the penalties, imposed for fail- 
ure to file the required return. 

Where the tax has been withheld and 
paid by the withholding agent, the re- 
cipient of the compensation, if he 
makes a return of his income, must in- 
clude in such return the amount of com- 
pensation received by him, upon which 
the tax has been withheld, but the 
amount of the tax so withheld will be 
allowed as a credit against the amount 
of income tax as computed in his own 
return to the New York state comp- 
troller. 

While a non-resident is not required 
to make a return of his income, the 
law allows him to do so. There would 
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appear to be a considerable advantage 
to a non-resident, whose income con- 
sists of commissions on business done 
by him in New York State, in making 
such a return, since he would obtain 
thereby the advantage of the deduc- 
tions for business expenses, etc., al- 
lowed to resident taxpayers in comput- 
ing net income. The state comptroller 
has ruled that, if the taxpayer shall 
pay such tax himself, it is not to be 
re-collected by the state from the with- 
holding agent, and no penalty will be 
imposed upon the withholding agent for 
failure to return or withhold the tax, 
unless such failure was fraudulent. 
Amount of Tax 

As to the amount of tax to be with- 
heid from salaries, and other compen- 
sation paid to non-residents and those 
failing to file Form 101, the law plainly 
fixes it at 2 per cent on amounts equal- 
ing or exceeding $1,000; but the at- 
torney general has given his opinion to 
the effect that it was the clear intent 
of the legislature, that not more than 
1 per cent should be withheld on $1,000 
up to and including $10,000, and 2 per 
cent on all amounts in excess thereof; 
the state comptroller has ruled accord- 
ingly. While this ruling would seem to 
be inconsistent with the 3 per cent rate 
imposed by Section 351 on the excess 
of income above $50,000, it is explainable 
by the fact that the law does not re- 
quire a withholding agent to withhold 
more than 2 per cent, and consequently 
if the compensation should reach an 
amount taxable at 3 per cent, it would 
be incumbent on the state comptroller 
to collect the balance of the tax di- 
rectly from the recipient of the income. 

Considerable Burden on Employer 

It is obvious that the burden imposed 
on employers in this state, by the with- 
holding provisions of the law, is con- 
siderable. Where only wages and sal- 
aries are concerned, this burden is 
lighter, and a proper carrying out of 
the law’s requirements is simple in 
comparison with cases in which the 
payment of commissions is involved. 

Law Retroactive 


The attorney general has pronounced 
the income tax law to be retroactive, 
in so far as it applies to incomes, re- 
ceived for the year commencing Janu- 
ary 1, 1919. It follows that any insur- 
ance broker or agent engaged in selling 
any kind of insurance in New York 
State, whose commissions during 1919 
amount in the aggregate to $1,000 or 
more may come under the operation of 
this law and certainly will do so, if he 
happens to be a non-resident, 

All insurance concerns or their repre- 
sentatives, doing business in New York 
State and having contracts with such 
agent or broker, are constituted with- 
holding agents by the law, and are sub- 
ject to the withholding provisions out- 
lined above. Even when there has been 
no actual withholding such a concern 
must make a return of information to 
the state comptroller, showing all pay- 
ments in the way of salary, commis- 
sions or other compensation aggregat- 
ing $1,000, made during the taxable 
year tu any agent or broker, under 
contract with it and doing business 
in New York State. 

This return is made on Form 105 and 
is something quite distinct from the 
return required of withholding agents 
upon whom the law imposes the duty of 
withholding the tax. The latter re- 
turn showing the actual payments of 
personal service compensation and to 
whom made, together with the actual 
amounts withheld for the tax, must be 
made on two forms furnished by the 
state comptroller, known as Forms 102 
and 103. The aggregate amount of tax 
shown to have been withheld by the 
return on Form 103 must accompany 
such return. 

Advantage of Filing Certificates 


Now it is clear that the duties thus 
imposed on withholding agents will be 
considerably lightened if they secure 
from all recipients of personal service 
compensation, who are residents of New 
York State, the certificate of residence 
known as Form 101. I tmerefore advise 
every insurance concern operating in 


(Continued on page 8) 
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Cleveland Life To 
Write Participating 





STATEMENT OF PRESIDENT HUNT 


New Policy Features Provide for 
Double Indemnity and Total Dis- 
ability for Additional Premium 





In an announcement to the field force 
setting forth the new plans of the com- 
pany after August 1, 1919, President 
William H. Hunt, of the Cleveland Life, 
says: 

We take pleasure in announcing that 
on and after August 1, 1919, the Cleve- 
land Life will place at the disposal of 
its field representatives both partici- 
pating and non-participating policies. 
The trend of insurance affairs during 


the past few years has developed a 
marked tendency in favor of participat- 
ing insurance, and in incorporating this 
form of insurance as a part of Cleve- 
land Life service, its field men are now 
able to provide for the prospective pur- 
chaser the widest latitude in his selec- 
tion as to preference between the par- 
ticipating and non-participating plan. 


A new rate book, effective as of Aug- 
ust 1, 1919, has been prepared and sent 
to you, including premium rates on the 
participating and non-participating 
plans. A slight readjustment on non- 
participating rates has been effected, 
thus bringing such rates to a more 
scientific basis. Your attention is di- 
rected to the following new features 
which the company has added to its 
policy contract: 


Double Indemnity 


For a small additional premium, the 
company will pay double the face of the 
policy for death by accident. Where 
double indemnity is applied for and 
granted, the company, without addition- 
al cost, will add a rider to the policy 
providing for the payment of one-half 
of the face of the policy upon the death 
of the named beneficiary, provided it is 
the wife of the insured, from certain de- 
fined accidents. 


Total Disability 


For a small additional premium, the 
company will waive the premiums and 
pay a monthly income during total and 
permanent disability until the death of 
the insured or the maturity of the pol- 
icy, without deduction in any settlement 
of the policy. 

The company will, upon suitable re- 
quest and subject to satisfactory evi- 
dence of insurability, insert the double 
indemnity and total disability benefits, 
either singly or together, into any pol- 
icy dated subsequently to December 31, 
1918, provided that the company’s rules 
permit the addition of such benefits. 
Where the medical examination on the 
original application is dated on or after 
June 15, 1919, a self-health certificate 
will be necessary. Where the medical 
examination is dated prior to June 15, 
1919, a medical health certificate at the 
insured’s expense will be necessary. 
This retroactive ruling will apply for a 
period of three months from date of 
August 1, 1919. 


Automatic Premium Loan 

An automatic premium loan, whereby 
the loan value under the policy will be 
used in the payment of premiums when 
not paid by the insured. While a policy 
is thus continued the double indemnity 
and disability benefits continue in force, 
thus affording the maximum of protec- 
tion ‘to the policyholder. The policy- 
holder, while the policy is in force, as 
the result of premiums paid under Auto- 
matic Loan may without re-medical ex- 
amination resume the payment of the 
premiums. 

The policy is free from military and 
naval restrictions. The return premium 
feature will be incorporated in the 
twenty year endowment policy if so de- 





sired and applied for at the time of 
issuance. The guide to the writing of 
hazardous risks has been extended and 
modified. Hereafter the company will 
not issue the reducing premium and 
guaranteed investment policies. 


The company feels that the advanced 
step which it has taken in placing at 
the disposal of the field force new and 
up-to-date policies on both participating 
and non-participating plans will receive 
vour hearty endorsement, and that with 
the new material now in your posses- 
sion, your position in the insurance 
world has been considerably strength- 
ened. The first six months of the year 
has brought to the company, through 
your activities, a splendid volume of 
business and with the new policies at 
your disposal, Cleveland Life service 
assumes a new significance. We there- 
force face the future, confident of even 
greater progress than in the past, com- 
mendable as it has been. 





INTERNATIONAL LIFE DIVIDENDS 


The International Life recently began 
the payment of dividends on its special 
combination policy. In a statement the 
company said that the experienced rate 
of interest for policy dividend purposes 
was ascertained for the year to be 
5.7438 per cent, virtually 5% per cent 
less one-half of one per cent for invest- 
ment expenses, leaving 544 per cent 
net. The dividend is based on actual 
earnings and the payment of premium 
is therefore not imposed as a precedent 
to the payment of these dividends. 





CASUALTIES OF PEACE 
During nineteen months of war 56,000 
American soldiers were killed in Europe 
During the same period 226,000 men, 
women and children were accidentally 
killed in the United States.—Travelers 
“Agents Record.” 


T. E. Houston, Cincinnati, has bought 
$1,750,000 life insurance in the North- 
western Mutual. 


Complete Cover 
By Re-insurance 





OFFERED TO LIFE 


Specific Disability Endorsement Drawn 
By Broker as “Missing Link” 
in Full Insurance 


COMPANIES 





Aiming to give more complete cover- 
age than is now furnished under life 
insurance policies a re-insurance broker 
is offering a $10,000 specific disability 
endorsement for use by life companies. 
In his announcement this broker says 
that the “desire is to give complete 
coverage and that total disability alone 
(double death is not related to full cov- 
erage) falls tar short of the aim.” 

The additional accident benefits en- 
dorsement, which the broker describes 
as the missing link in full coverage, is 
as follows: 

Supplement to Policy No............ 
Annual Extra Premium $.......... 

In consideration of the application 
herefor and the payment of the above 
named extra premium, the Company 
agrees to pay in addition to the amount 
otherwise payable under the policy to 
which this supplement is attached, as 
follows: 

Maximum Capital Sum 

In case of permanent disability be- 
fore the Insured attains the age of sixty- 
five years occurring within ninety days 
from the date of the accident causing 
the disability, resulting from bodily in- 


juries effected directly and independent- 
ly of all other causes through External, 


Violent and Accidental means after one 
premium shall have been paid on the 
policy and before default in ‘the pay- 
ment of any subsequent premium, the 
company will pay to the insured an 
amount based on a maximum capital 
sum of Ten Thousand Dollars in propor- 
tion to the degree of permanent dis- 















FORREST F. DRYDEN 
President 


The Prudential Insurance Company 
of America 


Incorporated Under the Laws of the State of New Jersey 





ri * , 
Miia Afttheet 


HOME OFFICE 
Newark, N. J. 














ability which shall be determined in ac- 
cordance with the following schedule 
of permanent disabilities: 

Loss by Amputation or Complete and 
Permanent Loss of Use of right thumb, 
$2,000; left thumb, $1,750; right index 
finger, $1,250; left index finger, $800; 
any other finger, $600; right big toe, 
$1,000; left big toe, $1,000; any other 
toe, $300; right hand, $6,000; left hand, 
$5,000; right foot, $4,000; left foot, 
$4,000; right arm, $6,000; left arm, $5,- 
000; right leg (above knee), $5,000; 
left leg (above knee), $5,000; right leg 
(at or below knee), $4,000; left leg (at 
or below knee), $4,000. 

Complete and Permanent Loss of Use 
of right wrist, $1,250; left wrist, $1,000; 
right ankle, $2,000; left ankle, $2,000; 
right elbow, $2,000; left elbow, $1,500; 
right knee, $2,000; left knee, $2,000; 


right hip, $2,000; left hip, $2,000; right 
shoulder, $2,000; left shoulder, $1,500. 


Complete and Permanent Deafness in 
either ear, $1,000; both ears, $4,000. 

Complete and Permanent Loss of 
Sight of either eye, $2,500; both eyes, 
$10,000. 

Occupation 

Any permanent disability not enum- 
erated above shall be paid for in propor- 
tion to the degree of Permanent Dis- 
ability as compared with cases enum- 
erated above without taking into ac- 
count the occupaticn of the Insured. 

In case more than one of the above 
enumerated Permanent Disabilities 
Shall result from Bodily Injuries sus- 
tained in one accident ‘the total sum 
payable shall be obtained by adding the 
percentage for each permanent disabil- 
ity, except that the Insured shall not be 
entitled in any event to receive more 
than the maximum capital sum insured 
for Permanent Disability. 

The degree of Permanent Disability 
shall be determined within 365 days 
from the date when the Bodily Injuries 
were sustained, if possible by agree- 
ment between the Insured and the 
Company; otherwise by a medical ex- 
amination to be conducted by two sur- 
geons, the one to be chosen by the In- 
sured and the other by the Company. 
The two surgeons so chosen if they are 
not able to agree, may select a third 
surgeon, and the decision in writing of 
any two of the surgeons shall be bind- 
ing upon the Insured and the Company. 

Exceptions 

The Company shall not be liable in re- 
spect of Bodily Injuries suffered by the 
Insured (1) while participating in or in 
consequence of having participated in 
aeronautics, except as a spectator; (2) 
through suicide, sane or insane, or any 
attempt thereat, sane or insane, (3) un- 
less at the time the Insured is within 
the limits of the United States, Canada 
or Europe (not including Alaska or any 
territory north of the 60th degree of 
North latitude, or the Philippine Is- 
lands, Hawaii, Cuba, Porto Rico, the 
Canal Zone or Guam), or is traveling by 
regular lines of passenger conveyance 
between any of the said countries, or 
(4) through the existence of a state of 
war or resulting from war or from any 
act of war. 

No disability benefit shall accrue 
while the policy is in force under any 
non-forfeiture provision nor in event of 
total or permanent disability occurring 
after age sixty-five. Upon written re- 
quest by the Insured, accompanied by 
the policy for endorsement, provision 
for disability benefits may be discon- 
tinued. If so discontinued, or if the In- 
ured has attained age sixty-five, the 
pee miums thereafter will be reduced by 
ie are iactitices yearly, being the additional 
premium for such benefits. Non-pay- 
ment of the said additional premium 
will avoid the provision respecting dis- 
ability and the benefits secured thereby. 

$20,820,106 IN SIX MONTHS 

The Guardian Life of America reports 
new business issued in the first six 
months of 1919 of $20,820,106 as com- 
pared to $13,498,756 in the first six 
months of 1918, and that there has been 
a very notable further increase in busi- 
ness submitted during the last six 
weeks. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





The different arguments 


Character and appeals for life in- 
Reading an . surance salesmen have 
Asset in been the subject of 
Salesmanship many addresses and 
discussions and one on 


which many articles have been written. 
New methods have been brought forth 
and old methods, arguments and appeals 
have been redrafted and presented to 
the ambitious salesman who no doubt 
finds these interesting and profitable 
reading. There are certain qualifica- 
tions which the life insurance salesman 
must possess as they are absolutely es- 
sential to success and the main pur- 
pose of all arguments, appeals and 
theories is to emphasize and encourage 
these qualifications, such as, a thorough 
understanding of one’s subject, a clear 
and convincing manner of expressing 
it, confidence in one’s self and the goods 
he is selling, perseverance and honesty 
of purpose. These qualifications are in- 
dispensable but there is another one, a 
gift, which far exceeds all of them. If 
we observe closely successful life un- 
derwriters we shall find their success is 
in proportion with the state of develop- 
ment of this gift of quickness to read or 
gauge the character of the prospect, and 
thus use the force of suggestion or 
persuasion. 

Speaking in general terms life insur- 
ance salesmen may be divided into two 
classes. There is the aggressive sales- 
man whose driving power brings a great 
measure of success. This salesman by 
force of will and personality holds sway 
as it were over his prospect for the 
time being and accordingly he accepts 
the salesman’s viewpoint of the matter 
under discussion. It is true the per- 
sonality of the agent must ever remain 
a powerful factor in determining which 
particular company a prospect is to 
choose. 


The salesman of the other class de- 
pends upon his force of suggestion and 
persuasion to secure the prospect. This 
salesman so understands the character 
of the prospect that really he directs 
the discussion with few words; while 
the prospect considers he is expressing 
his own views as to the merits of life 
insurance his opinions have in reality 
been placed in his mind by a sugges- 
tion of the salesman. Thus a powerful 
salesman, quick to gauge the character 
of his prospect, he persuades the man 
who should be persuaded and implants 
a suggestion in the mind of the man 
where suggestion alone is necessary.— 
J. J. Byrne in the “Federal.” 


7. * * 


Perhaps the most disintegrat- 
ing force in human nature is 
jealousy, It is a poison that 
eats into the system. It is a mental 
disease, but it reacts on the physical 
body. The object of the jealousy may 
escape while the subject is destroyed. 
Jealousy is an attribute of a small and 
shrivelled soul. It is born in self-con- 
ceit, flourishes in selfishness and dies 
in miserable chains. It is fed from 
within and needs neither bottle, glass, 
pill nor needle. It is insidious and si- 
lent and, like a coward, lurks in the 
dark. It is a disease that has visited 
mankind and womankind from the be- 
ginning and no cure has been found for 
it. All the alchemy of ancient and 
modern doctors has been unable to 
eradicate the plague. The writer of 


Jealousy 


Proverbs knew its power, “for jeal- 
ousy is the rage of a man” and “wrath 
is cruel and outrageous, but who is 
able to stand before jealousy?” 

Most of the tragedies of history have 
been the result of jealousy. Men and 
women have bartered their souls be- 





cause of jealousy. Thrones have been 
shaken and empires destroyed because 
of jealousy. ‘The soil of Europe has 
been soaked with the blood of millions 
and millions of human beings because 
of human jealousy. Shakespeare speaks 
of “a savage jealousy,” and he knew 
what he was talking about. 

The only antidote for jealousy is the 
cultivation of the will power to play 
one’s part and run one’s own race. In 
all life’s activities there is no victory 
for the man who stops to envy the other 
fellow or lags to indulge in jealousy. 
Rewards come only to those who make 
the most of the talents they possess, 
realizing that he who appears the rich- 
est and most successful is often the 
poorest and the most conspicuous fail- 
ure.—‘New York Herald.” 


oe a ae 
There is an_ unprinted 
The Man sign upon most office 
and doors that young men are 
The Income wanted—old men _ need 


not apply. 

Before sixty the efficiency and earn- 
ing power of the average man begins to 
decline. The men whose experience in 
some lines makes them particularly val- 
uable are the few among the many. 

The older a man becomes the more 
difficult it is to adjust himself to new 
methods and ideas, and a multitude of 
young men, endowed with the adapt- 
«bility and energy of youth, enter battle 
with him for the position he has occu- 
pied. 

The old lawyer finds his old clients 
dying off and the practice of the young 
lawyer next door is growing at his ex- 
pense. The old doctor is accounted an 
old fogy, not up to the new methods, and 
his former practice gradually 
dwindling. The old minister has done 
his work, and the congregation begins 
to wonder when he will retire and make 


sees 


room for a younger man, more up-to- 
date. 
It is natural for men approaching 


sixty-five, who have no special business 
of their own, to wonder how much 
longer they can keep up. Some are con- 
scious that they are not keeping up, but 
cling to their position with tenacity, 
knowing if they lose it no other can be 
obtained. 





——— 
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For 75 years—far longer than the average life—the 
STATE MUTUAL has furnished unsurpassed protection 


and service. 


Additions are made to our agency force when the right 


men are found. 
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It is pathetic, but no one wants an 
old man when there are so many young 
ones from whom choice can be made. 
Some of these men have saved money, 
but few indeed have enough to retire 
on. The great majority have saved little 
or nothing. If they have grown-up chil- 
dren ‘they may be cared for, but no man 
wants to feel himself dependent. 

The payment of 66 cents a day, begin- 
ning with the thirty-fifth year, will give 
any healthy man an income for life at 
age sixty-five of $1,000 a year, or $85 a 
month; it will provide an immediate 
income before sixty-five if he suffers 
permanent total disability, and will pro- 
tect his family in the meantime with 
life insurance. 


Most men feed on hope. The life in- 


surance agent is an educator. He 
teaches facts. — ‘Travelers “Agents 
Record.” 

*_ * * 


Is it natural for men to be 


The Value grouches? Have they not 
of yet learned the value of a 
a Smile smile? 


This busy world, with its 
wonderful revelations, its tremendous 
possibilities, has no use for’ the 
“grouch.” The minister who never 
smiles misses the sweetness of religion. 
The lawyer who never smiles loses more 
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“The Oldest Company in America’’ 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- 
The “contribution plan” of surplus distribution, used al- 
most universally by American companies. 
ment policy, the basic form of all Life Income contracts. 


“Mutual Life’—known in every household. 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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cases than he wins. The editor who 
never smiles turns the cream of his 
readers to sour milk. The merchant 
who never smiles loses trade. The gen- 
eral who never smiles loses his grip on 
his men. The politician who never 
smiles usually stays at home. The 
salesman who never smiles loses his 
position. 

It is a pretty good idea to be an 
optimist in this world—the only world 
we know anything about: — 


This critical world is a pretty good place 

If you take all your woes with the right 
kind of grace 

And learn to find good in your sorrow 
and pain 

And to watch for the sunshine that fol- 
lows the rain. 


Somehow people don’t like a “grouch,” 
a man who doesn’t know how or when 
to smile. They like the man who sees 
good in everything, who learns to smile 
by the way:— 


And every drear winter to me has been 
May, 

Because I have learned to smile by the 
way. 


The great bard said:—“Sweet are the 
uses of adversity.” This is the thoughi 
of a philosopher and reveals a great 
truth. Obstacles make for courage and 
build character. That which costs noth- 
ing is usually worth nothing. Defeats 
are often the greatest victories. “Cross- 
es,” says the old proverb, “are ‘the lad- 
ders that lead to heaven.” Difficulties 
may intimidate the weak, but they act 
as a wholesome stimulus to the man 
with a smile. 


The harder you’re hit the higher you 
bounce; 

Be proud of your blackened eye. 

It isn’t the fact you’re licked 
counts, 

But how did you fight and why? 


that 


A smile is the biggest asset to any 
man or woman. It means admirers, good 
nature, health—and wealth. It disarms 
a foe and makes a friend. It builds 
hope, banishes fear, It opens the door 
to the joys of life and the riches of ex- 
istence. It is a jewel beyond price.— 
“New York Herald.” 


GRIFFIN M. LOVELACE RESIGNS 


Griffin M. Lovelace has resigned his 
connection with the Connecticut Mutual 
Life to become secretary of the School 
of Life Insurance Salesmanship of the 
Carnegie Institute of Technology, Pitts- 
burgh. Until a short time ago Mr. Love- 
lace was superintendent of agencies of 
the company, which position he resigned 
to take the general agency for Tennes- 
see, 
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Marshall President 
of Home Life 


OTHER OFFICERS ARE ADVANCED 





Geo. W. Murray Made Third Vice- 
President—Company Having Ban- 
ner Year of Its History 


At a meeting of the directors of the 
Home Life of New York, held Monday 
of this week, William A. Marshall, vice- 
president, was elected president suc- 
ceeding the late George E. Ide; Ellis 
W. Gladwin was elected first vice-presi- 
dent and secretary; Henry Moir, second 
vice-president and actuary and George 
Wellwood Murray, third vice-president 
and superintendent of agencies. 

These officers have all seen long serv- 
ice with the Home Life and the proino- 
tion and recognition at the hands of 
the directors is a fitting tribute to the 
manner in which they have handled 
their duties. 

William A. Marshall, the new presi- 
dent, was born April 1, 1847, and is 
therefore 72 years of age. He entered 
the employ of the Home Life in 1866 
in a clerical capacity. Ten years later 
in 1877 he was appointed actuary In 
1304 he was elected vice-president and 
a director of the company, which office 
he has filled until his advancement to 
the presidency this week. 

Ellis W. Gladwin, who was elected 
first vice-president and secretary, en- 
tered the service of the company in 1892 
as secretary. In 1893 he was elected a 
director. In 1905 he was elected vice- 
president and secretary, 

Henry Moir, who was elected second 
vice-president and actuary, entered the 
service of the Home Life as associate 
actuary in 1909; in 1913 he was elected 
actuary and in 1916 he was elected a 
director. 

George Wellwood Murray, the new 


third vice-president, entered the serv- 
ices of the Home Life in 1893 as super- 
intendent of agents. In 1916 he was 
elected a director. In addition to his 
new duties as third vice-president he 
continues as superintendent of agents 
of the company. 
1919 Banner Year 

The Home Life is enjoying the great- 
est year of production in its history 
this year. The company’s slogan was 
“$30,000,000 for 1919.” During the first 
six months they have secured more than 
58 per cent of that amount, the figures 
being more than $17,700,000. At the 
present rate they will more than double 
their business production of 1918. That 
the business produced is staying on the 
books is evident by the gain in business 
in force for the first six months of 
$11,663,528, this against a gain for the 
whole of 1918 of $12,660,000. 





CLEVELAND LIFE CONVENTION 

The Cleveland Life Producers’ Club 
convention is being held this week at 
Niagara-on-the-Lake. The convention 
runs through the entire week. The 
home office will be represented by 
William H. Hunt, president; Howard 
S. Sutphen, vice-president and manager 
of agencies; A. Rydgren, actuary; H. M. 
Moore, secretary and J, P. Gilfether, 
agency secretary. Vice-president Sut- 
phen will act as chairman of the meet- 
ing. Among the speakers will be Presi- 
dent Hunt, Thomas Shiels, J. C. Utter- 
back, J. W. Daniels, S. J. Payne and 
O. S. Boda. 





SURPLUS BUSINESS 
The Northwestern Mutual Life an- 
nounces that surplus business will not 
be accepted from non-resident agents of 
other companies, or on the lives of 
non-resident applicants. 





REFUNDS WAR PREMIUMS 
The Home Life Insurance Company 
of New York advises that it has de- 
cided to refund all extra war premiums 
and pay all claims in full. 











CO-OPERATION 


No. 17 


Mail Order System 
Fails With Soldiers 
ENORMOUS WAR ‘RISK LAPSES 


Amendment to Act Suggested to Carry 
Government Life Insurance Free 
for Two Years 





Reports from Washington are in ef- 
fect that $30,000,000,000 of the $40,000, 
000,000 war life insurance has already 
lapsed technically, although it is said 
that it can be reinstated without diffi- 
culty if the assured desires. 

Finding that this insurance which 
was sold to the soldiers at less than 
cost is not being kept up Representa- 
tive Sweet of lowa proposes offering 
an amendment to the War Risk Act 
providing that the government continue 
in force the policy of euch man for two 
years after his discharge without pay- 
ment of premiums. 

No Branch Offices 

It is said also that the long enter- 
tained idea of dividing the War Risk 
Bureau into many sections in the sev- 
eral states, resembling the branch of- 
fices of the regular life insurance com- 
panies, has been abandoned. 

Mail Plan Failure 

The Bureau was expected to adminis- 
ter its business on the mail order prin- 
ciple and it has been found that it 
cannot work that way. Close and per- 
sonal contact with the policyholders is 
necessary and the advisory committee 
thinks that without what amounts to 
an agency force it will be found im- 
possible to keep up any large part of 
the insurance. 

Besides recommending that the Bu- 
reau be organized along insurance com- 
pafiy lines, the Hughes Committee re- 
port recommends that administrators 
of the caliber of the officers of the large 
insurance companies must be secured, 


which means that larger salaries must 
be paid. Congress has put a limit of 
$12,000 a year on salaries in the War 
Department. 

Former oflicials of the Bureau say 
that no number of state offices or well 
paid executives will make the Bureau 
function as well as it might, so long as 
it is minutely subordinated to the 
Treasury Department, as at present 


TEN MILLION DOLLAR YEAR 

Clarence L. Ayres, president of the 
Northern Assurance Company of Michi- 
gan, states that it looks as if that com- 
pany will have its first $10,000,000 year 
in 1919. The company’s first half 
year’s production having slightly ex- 
ceeded $5,000,000. If this figure is at- 
tained the company will have approxi- 
mately $24,000,000 net paid for insur- 
ance in force at the end of this year. 


CHANGE OF BENEFICIARY FORM 
The Northwestern Mutual Life re- 
cently adopted printed forms for use 
when corporations wish to change ben- 
eficiaries under their policies. These 
include a form of resolution for the 
board of directors for the corporation 
and a formal surrender of the policy 
in accordance with the authority 
sranted, 


BOAT TRIP TO DULUTH 
Agents of the Northern Assurance 
Company, of Michigan, qualifying for 
the company’s convention, will be taken 


on a boat trip from Detroit to Duluth. 
They will leave Detroit Saturday, Aug 
ust 2. 


$12,000,000 ASSETS 

The total ledger assets of the Inter- 
national Life, St. Louis, as of June 30, 
1919, as stated by the company, are 
found to exceed $12,000,000. 

KANSAS CITY MANAGER 

The Guardian Life of America 
cently appointed C. A. Schroedel 
manager at Kansas City, Mo. 


re- 
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“Professional Public Service” 


| Fach Agent an Expert 


8 PER CENT of our 

1918 business was 
produced by full-time rep- 
resentatives; 12 per cent 
came from a small group of 
part-time men located 
chiefly in rural commun- 
ities, and 8 per cent was the 
surplus line business of 


To this end 


The Connecticut Mutual 











Life Insurance Company 


is using its new and practical 
Educational Course 
charted below 
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Practical Points on “Closing” 


By Fraser & Abry, General Agents Connecticut Mutual Life, 
' Brooklyn, N. Y. 


| Hitt Wt 

It would be futile indeed to assume 
that any one has a fixed formula or 
method for closing a life insurance 
prospect, An attempt to outline a spe- 
cific case is no easy task; therefore, we 
will simply try to convey a few sug- 
gestions in which we have instructed 
our own men, and give one or two short 
illustrations of cases we have closed. 
The term “we” is used as neither of 
the authors wishes to assume the indi- 
vidual responsibility for this article. 

To begin with, each case brings out 
i‘s own possibilities and problems, and 
our best advice is “use your head’; 
approach your prospect with a confi- 
dent air as though all that was neces- 
sary was to secure his application and 
arrange for his medical examination. 

A few days ago one of our agents 
told us that he had spoken to John Doe, 
who had a wife, four children, and only 
$5,000 insurance, and that during the 
conversation, the man admitted that he 
should have more protection for ais 
family. We were asked to try to in- 
duce him to take more insurance. This 
we did, the applicant being approached 
as follows: 

“Good afternoon, Mr. Doe. We repre- 
sent our agent, Mr. Roe, who requested 
us to see you for the purpose of ar- 
ranging your examination, securing 
your signature to this application, and 
possibly explaining some little details 
in reference to the insurance for which 
you are applying.” 

Whereupon we immediately produced 
an application blank and asked him his 
full name. He stated that he had seen 
our Mr. Roe a few days ago and that 
during the course of the conversation, 
life insurance was mentioned, but while 
he had said something to the effect 
that he needed more protection, he had 
given no intimation that he would take 
any insuranc at the time. We replied 
somewhat as follows: 

“Mr. Doe, you need this insurance as 
much today as you did two days ago, 
don’t you? Or rather your wife and 
babies do.” 

“Well, but I am not prepared to go 
into the matter just now.” 

“You are better prepared now than 
your babies are to get along without 
your income, and yet we dare say that 
they could get along without that bet- 
ter than they could wifhout the loving 
care and affection of their mother. She 
would probably provide for them some- 
how; but how? You know, Mr. Doe, 
that we men do not half appreciate 
the sacrifices our mothers and wives 
make for us. What is your wife's full 
name, Mr, Doe? Of course you will 
want to name her as the beneficiary.” 

After a little hesitation he gave us 
her full name and asked us what kind 
of a policy he was buying. We told 
him it was a whole life policy, for 
$10,000, with an annual deposit of 
$248.40. 

“Well,” he pointed out, “that is a lot 
for me to pay just now.” 

“We will arrange a semi-annual pay- 
ment,” we explained, “of $126.70. Our 
doctor will call at your home this eve- 
ning, say between 8 and 8.30. Thank 
you, Mr. Doe.” 

Some time ago we were called upon 
to close a case for one of our agents, 
who told us that the prospect had se- 
cured figures from various companies 
and had been interviewed by a great 
many agents, When we started for his 
office our representative said ten dif- 
ferent men had failed to close him. 
The prospect would take insurance 
when he was ready and not before. 
After we were introduced to the man 
he said: 

“There is no use talking life insur- 
ance to me. When I am ready to take 
it I will, and not before; so you are only 
wasting your time.” : 

Whereupon we replied that inasmuch 
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as he intended buying insurance some 
time and as we were in his office, cer- 
tainly he could spare three minutes in 
which time we could submit our propo- 
sition. Without waiting for a reply 
we outlined an old age endowment on 
the income plan and followed it up by 
saying: 

“Now, truly, Mr. Brown, is there any 
real reason why your wife’s and baby’s 
interest should be jeopardized by some 
peculiar whim you seem to have in not 
desiring this protection immediately? 
Certainly it is not your physical condi- 
tion that delays your taking action, If 
it is not convenient for you tc meet the 
premium at this time, we could arrange 
this in any way you wish.” 

The application was produced again, 
the necessary questions asked, and he 
signed the blank without resistance and 
made an appointment for examination 
the following morning. This case was 
closed by simply holding Qn where 
others quit. So far as could be de- 
ducted from his actions, the man had 
no real reason for not taking the insur- 
ance then and there. 

If a prospect does not buy, make him 
give you a reason for not doing so. 

A few years ago we sold a $1,000 
policy to a clerk, who has since gone 
into business for himself and married. 
He is now 32 years old. A month or 
two ago we approached him for addi- 
tional insurance. He requested that we 
send him illustrations of two or three 
different forms of policies. As we were 
rather pressed for time that day we 
agreed to do as requested and sent him 
figures for an endowment at 65 and a 
20 payment endowment at 75. This is, 
however, one of the worst things any 
agent can do, because ninety-nine times 
out of one hundred the prospect will 
not look over the policies, and conse- 
quently has the best excuse in the world 
for putting you off by saying: 

“T have not had time to look over 
those figures yet.” 

Having given them to him for this 
purpose you cannot come back very 
strong. We were, therefore, prepared 
upon our second visit for that very ex- 
cuse and the first thing he said was: 

“T have not had time to go over 
those figures.” 

We replied by saying: 

“We know it, Mr. Smith, and that is 
the reason we called on you. You are 
a busy man and we can probably ex- 
plain to you in ten minutes what might 
take you two hours to study out for 
yourself. Now let’s see those illustra- 
tions.” 

We had copies of them in our pockets 
in case he had thrown his away or 
mislaid them, 

He had them in his desk, however. 
So we sat down, took the endowment at 
65, told him it was the ideal policy for 
him, explained the dividend accumula- 
tion plan to him by saying that upon 
the| assumptions stated it would be 
paid up in about 22 years or mature as 
an endowment at age 59, etc., ete. He 
then made us go over the 20 pay and 
said he did not know which one to 
take. We stuck to the endowment at 
65, produced the application, filled it 
in and gave him our pen. He said: 

“No, I won’t do it today. Y haven't 
made up my mind yet.” 

“All right, we can have one of each 
issued and by that time you will have 
decided.” 

We had been talking $5,000 as the 
amount. 

He then said he did not know how 
much he wanted. 

“It is not a question of how much you 
want, but how much your wife will 
need and heaven knows that $5,000 
added to what you already have is 
small enough.” 

; “Well,” he said, “if you stop in again 
in a month or two, I'll probably be 
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LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITIONS ON DECEMBER 31, 1918 


















ests of all members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 
Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 
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PENNSYLVANIA OPPORTUNITY 


making a permanent connection with an old well estab- 
—— management and an unequalled dividend record, 


it will be to your interest to investigate our proposition. 
PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 














ready to fix it up, but I can’t decide 
now.” 

“If every man that wanted to buy his 
wife a birthday present took as long as 
two months to make up his mind 
whether to buy her a sewing set for $20 
or a toilet set for $32 (he happened to 
sell these articles) you would have a 
pretty hard job paying the rent. Now, 
Mr. Smith, you told us the same thing 
a few weeks ago and we are not going 
to call upon you again unless it is a 
social call and neither of us has much 
time for that in business hours. You 
either want your wife to have this pro- 
tection if you should die, or you don’t. 
You have given us a few excuses for 
not doing it now. If you can give us 
one real reason for not signing the 
application, we will consider the inter- 
view closed.” 

“I don’t know how much I want,” he 
said, “and can’t pay for any for a 
month or six weeks.” 

“We will have two policies issued, one 
for $5,000, another for $10,000, and you 
can take either or both of them and 
we will arrange satisfactory terms of 
payment,” 


Why really there is nothing to it if 
you just stick and are serious. Never 
joke about life insurance with a pros- 
pect. It is a serious matter, the most 
sacred trust a man has. Don’t be easy 
with the man who wants to put it off. 
Just tell him how you feel about it; 
and if you have the right feeling in your 
system and love your job, after a while 
you will be amazed when you don’t 
close most cases at once. If one pros- 
pect resents your methods, the other 
ninety-nine will buy; so why worry 
about the one. He probably does not 
amount to much anyway. 
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Founded 1865 





The Provident Life and Trust 
Company of Philadelphia 





The Thrift Campaign reinforces the Provi- 
dent agent’s canvass for long endowment. 





Northwest corner Fourth and Chestnut Streets 














THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 








INSURANCE COM 
OF BOSTON MASSACHUSETTS 
WILLIAM N. COMPTON, General Agent 


Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 








Less Life Insurance 
Legislation in 1919 


MANAGER WIGHT MAKES REPORT 


Shows Notable Decrease in Number of 
Bills—Interesting Comment on 
Present Conditions 





This year’s output of legislative pro- 
posals of interest to the institution of 
life insurance shows a reduction of 
twenty-five per cent. Where during the 
last “on” legislative year, 1917, it was 
necessary to examine 2,300 measures, 
this year’s total is only 1,700. The vol- 
ume of laws enacted concerning life 
insurance also shows a substantial de- 
crease. 

These and other matters are referred 
to in the thirteenth annual legislative 
report to the Association of Life Insur- 
ance Presidents, recently presented by 
Manager George T. Wight. This report, 
which covers the legislative season up 
to June 6th, at which time only a few 
matters of interest were still pending, 
is, in part, as follows: 

Coincident with a year that marks 
the greatest popular recognition of life 
insurance thus far recorded in its his- 
tory, come4d an interesting, even if 
temporary, change in the legislative at- 
titude toward life insurance. The 
amount of insurance protection ac- 
quired thus far this year in the United 
States clearly indicates that 1919 will 
far outstrip any previous year’s record 
of new business written. 

The total number of legislative ses- 
sions that will have been held this year 
is an even 50 in 47 states and terri- 
tories. 

Less Activity in West 

Referring to life insurance proposals 
introduced, the reduction in number 
this year is found largely in Western 
legislatures. For instance, California, 
which had led in the number of life in- 
surance proposals for every “on” legis- 
lative year but one since the organiza- 
tion of this Association, now drops to 
seventh place. Where in 1917, 166 bills 
were introduced, only 80 were pre- 
sented this year. The total number of 
legislative proposals introduced in Cali- 
fornia for several previous sessions av- 


eraged 2,800 as against 1,900 this year, 
a significant reduction of 900 bills. 

New York and Massachusetts lead in 
the number of life insurance measures 
this year, partly because of the reduc- 
tions in other states and also because 
of an increased number of bills being 
introduced in those two states, New 
York coming first with 136 and Massa- 
chusetts second with 99. 

Development of Group Insurance 

The growth of group insurance, as a 
means of meeting both old and new 
industrial problems, is reflected in the 
enactment of statutes prescribing the 
regulation of such insurance in four 
more states, namely, Colorado, Iowa, 
Connecticut and North Carolina. 

Licensing of Agents and Brokers 

Some reduction is noted in the num- 
ber of bills dealing with the licensing 
and regulation of insurance agents and 
brokers this year. Practically every 
new law enacted in this classification 
this year either strengthened existing 
statutes or repealed obsolete or redun- 
dant provisions. A bill still pending in 
Wisconsin seeks to eliminate other than 
citizens of the United States from the 
ranks of insurance agents. 

Increased Membership 

Intelligent co-operation and efficiency 
are evidenced in the increased member- 
ship of the Association. The last re- 
port of the Association was made with 
a membership that embraced 29 com- 
panies. Within a year, including the 
date of this report, there have been 
added to our membership 12 companies. 
Total membership has thus reached its 
so far maximum of 40 companies, al- 
lowance being made for one withdrawal. 
This association within the limits of its 
functions represents a trusteeship for 
the holders of 47,000,000 policies. It has 
unusual opportunities for encouraging 
the open, wholesome discussion of the 
broad principles of life insurance, and 
for their dissemination. Thus it con- 
tributes to a better public understand- 
ing and appreciation of life insurance 
as an essential stabilizing factor, both 
economic and social, in the development 
of our civilization, 

American Life Convention 

Official and personal association re- 
quires reference to the American Life 
Convention. It affords gratification to 
record the pleasant, official and effective 
co-operation existing between the older 
and newer companies. Priority of or- 
sanization can be gracefully admitted 
by the elder to the junior companies 
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The Verdict of the Great Jury. 


Your success as an underwriter depends upon the verdict brought tn 
by the greatest jury in the world—the American public. 
eight years the Massachusetts Mutual has been building up a nation- 
Its friends are everywhere and are ever ready to 
testify to the faithful and efficient service that it always renders. 
is no better company to buy from and no better company to sell for. 

Occasionally we have a General Agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


For sixty- 


There 








inasmuch as their activities and pur- 
poses are concentrated in the common 
aim of giving life insurance its proper 
place in stabilizing the structure of 
human society. 

Comment 

The tendency of recent years to vol- 
ume in legislation is of intense interest 
to all students of public affairs. There 
has been a clear trend to reduce, as 
far as possible, the functions of busi- 
ness to detailed statutory requirements. 
This has engendered uncertainty in the 
business world as to what were the op- 
portunities for, and restrictions upon, 
ordinary business life. This, too, has 
been brought about by the multiplicity 
of jurisdictions among the states them- 
selves and by Congress with its envel- 
oping jurisdiction. The business of life 
insurance, attracting attention through 
its rapid extension and necessary ac- 
cumulation of reserves for maturing 
policies, becomes a particular subject 
for legislative contemplation. 

With these suggestions in mind, it is 
of unusual interest to observe that fol- 
lowing the armistice there has been a 
general falling off in legislation as com- 
pared with what otherwise might have 
been expected, and particularly in the 
field of life insurance. It is of further 
interest to note that in this falling off 
the percentage of proposals as to life 
insurance has lessened by 25, while the 
lessening of proposals in the general 
field is represented by 15 per cent. In 
seeking the cause of this, reasoning 
must be more or less inferential. It is 
fair to assume that with the closing of 
war activities peoples’ minds adverted 
primarily to their personal affairs. With 
the concentration and nervous tension 
due to the war itself, the public mind 
has not yet resumed its ordinary con- 
dition. Whether previous experiences 
in the matter of legislative proposals 
will resume their normal numerical 
status is a problem too remote to jus- 
tify minute discussion. It can be as- 
sumed, however, that the pioneer prob- 
lems of life insurance, as viewed from 
the legislative standpoint, have in pre- 
ceding years been gradually solved. 
The logic of this would justify the de- 
duction that insurance legislation 
should decrease in volume in the ap- 
proaching years. 

Antidote for Distress 

The public is daily better understand- 
ing the business of life insurance and 
gaining a proper selfish appreciation of 





the contract of life insurance. This 
has been contributed to in a variety of 
ways. When the Government went into 
the business of life insurance for sol- 
diers and sailors the highest approval 
was given to the principles of life in- 
surance, The issuance of policies by 
the government was a governmental 
moral underwriting of the adequacy of 
those principles. That conviction must 
have become settled in the public mind, 
furnishing one of the causes for the 
vast increase in the number of applica- 
tions for insurance. The discussion of 
the advantage of life insurance as the 
economic antidote to the financial dis- 
tress which frequently follows where 
no provision has been made has broad- 
ened the minds of the people. The 
war time demand of the government for 
thrift, economies, methodical habits of 
expenditures and savings did not origi- 
nate in a theory of government. Their 
foundations had been laid in the argu- 
ments for life insurance and were pro 
mulgated by government through its 
necessities, thereby drawing clearly be 
fore the public mind a life size picture 
of life insurance. Following a_ step 
further, in addition to governmental 


agencies urging this war risk insurance, 
every solicitor of an insurance company 
became an unofficial aid for the govern- 
ment and exploited the policies of the 


government while serving the company 
whose agent he was. When the subject 
of life insurance through governmental 
medium was interjected, concern was 


felt by some that it would affect disad- 


vantageously the writing of life insur- 
ance by the companies. That this con 
dition did not eventuate is direct testi 
mony as to the value of the principles 
of life insurance and particularly as to 
the soundness of the business method 
of writing life insurance by the pri 
vately conducted companies. 


Reasons multiply, through reflection, 
for the present startling increase in new 
life insurance written. The purchasing 
power of a dollar is measured by the 
period in which it is used and not by 
the conditions of the year when coined 
The life insurance policy furnishes the 
dollar at the moment of greatest ne- 
cessity to the beneficiary. Its previous 
purchasing power is a memory Its 
present purchasing power is a vital ex 
perience. To combine use with neces 
sity inevitably leads to increasing the 
volume of life insurance to meet the 
requirements of purchasing demands. 
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The Agents of the 
New England Mutual Life Insurance Company 


After another Year of Splendid Success, 











Face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 


A Universal Necessity 
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Prohibition—Effect 
On Life Insurance 


————— 


PRESIDENT GEO. KUHNS’ VIEWS 





Will Result in More Production, 
Greater Protection and Aid 
Economic Progress 





The effect of prohibition on the life 
insurance business will be entirely 
beneficial and will result in more life 
insurance protection, is the opinion of 
George Kuhns, president of the Bank- 
ers Life Company. 

Mortality statistics covering a long 
period of years have demonstrated that 
the mortality is much heavier among 
men who have been habitual users of 
intoxicating liquor than men who have 


been occasional drinkers or total ab- 
stainers. It has also been proved by 
statistics that the hard drinkers who 
have reformed as a result of cures or 
otherwise, have always had a high mor- 
tality rate. The result of national pro- 
hibition will be to remove entirely this 
class of life insurance risks and to 
lengthen the average life of the citi- 
zens of this country. 

Under conditions as they existed be- 
fore prohibition went into effect, it was 
the practice of most of the life insur- 
ance companies not to issue policies 
to men who were regular and habitual 
drinkers. These men were not con- 
sidered good life insurance risks. How- 
ever, life insurance was issued in many 
cases to men who were moderate 
drinkers, and these men in many cases 
became heavy drinkers. The effect was 
that the total mortality experienced was 
greater as a result of insurance being 
issued on the lives of men who used 
intoxicating liquors in any degree what- 
ever, and in some cases, of course, it 
was possible that the men who were 
heavy drinkers were able to secure in- 
surance on account of incomplete infor- 
mation available to the companies. 

Moreover, there will be a beneficial 
effect on the public at large, as there 
will be a greater number of men who 
will be able to buy life insurance. With 
prohibition in effect, there will, of 
course, be no hard drinkers, and there 
will be more men who will be able to 
protect their families by life insurance 
and thus add to the economic progress 
of the country, because in many cases 
the life insurance will keep families 
together and provide for the education 
of the children, where without life in- 
surance, families would be broken up 
and individual members become public 
charges without a chance for the chil- 
dren to secure the education necessary 
for their proper development. 





ASK THESE 


QUESTIONS 

of any Fair-Minded Man 

Could YOU live on 32c. a day? 
That is what $2,000 yields at 6% 
Could YOU live on 49c. a day? 
That is what $3,000 yields at 6% 
Could YOU live on 82c. a day? 
That is what $5,000 yields at 6% 
Could YOU live on $1.64 a day? 
That is what $10,000 yields at 6% 














People are taking $10,000 Policies 
to-day who thoughtlessly carried 
$2,000 before the war.—New York 








Life “Bulletin.” 








New York State 

Income Tax Provisions 

(Continued from page 2) 

New York State to secure such certifi- 
cates from resident agents and brokers 
under contract with it. This will re- 
lieve it of any obligation to withhold 
and pay the tax on commissions paid 
to such residents. 

By the same token, it would be to 
the advantage of every resident insur- 
ance broker and agent to file certificate 
101 with each insurance concern or 
New York manager thereof with whom 
he has a contract. By so doing, he will 
avoid the possibility of having the tax 
deducted “at the source,” from the 
commissions he earns. 

It would also be advisable for a non- 
resident insurance broker or agent do- 
ing business in New York to make an 
income return to the state comptroller 
since, in that event, he will obtain the 
benefit of the deductions allowed for 
business expenses, and by paying the 
tax upon that part of his net income 
derived from commissions earned on 
New York business, he may recover the 
amount of tax withheld by the concerns 
with whom he has contracts. 

Sample of Non-Resident Return 

The following example will serve to 
illustrate the advantage of doing this: 

A is a general insurance broker re- 
siding in New Jersey, but operating in 
New York. His gross income for the 
taxable year from commissions 
amounts to $25,000. Of this amount say 
$15,000 is derived from life insurance 
written by him and placed with say 
five life insurance companies. The re- 
maining $10,000 represents commissions 
earned on fire, accident, and health in- 
surance placed with say five other com- 
panies. The tax, withheld by the vari- 
ous companies, would amount to 1 per 
cent on the gross income of $25,000, or 
250. If he makes a return of this 
gross income to the state comptroller, 
he will be allowed to deduct his New 
York office expenses; losses sustained, 
if incurred in his business during the 








Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 
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PURELY MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 
MILWAUKEE, WISCONSIN 


WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 











Investigate GEO. E. COPELAND, 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 











Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company guarantees: 
FIRST, that in case of death from any cause, $5,000, the face of the Policy will 


be paid. 

SECOND, that in case of death from any AOOIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 

THIRD, that in case of death from certain SPEOIFIED accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid. . : 

FOURTH, that in the case of total disability as a result of accidental injury, the 
Company will pay direct to the insured at the rate of $50 PER WEEK during such 
disability, but not to exceed 52 weeks, after which the weekly indemnity will be at 
the rate of $25 PER WEEK throughout the period of disability. Can insurance do 
MORE? And WHY should any man be satisfied with a policy that would do less? 


Annual Premium, Ordinary Life, at Age 35.....+cscccccescceesescres $128.05 
Twenty Payment Life, at Age 35.....cccccccccccscccccccccccccccccces 167.10 
Twenty Year Endowment, at Age 35....-ccccccccccccccccccccevccccce 235.10 


General Agents wanted in the follow Ing States: Pennsylvania, Delaware, Kan- 
sas, Michigan, Ohio and the District of Columbia. Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., Concord, New Hampshire 
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19,712 


at any time in our history. 


in force over $150,000,000. 





were distributed among Fidelity field men in 1918—the result of 
our direct mail advertising. This is agency co-operation on a 
vast scale and explains why we are writing more business than 


The Fidelity operates in 40 states. Full level net premium 
reserve basis. Faithfully serving insurers since 1878. Insurance 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


LEADS 








The Conversion of 
Government Insurance 


By PREBLE TUCKER 


Analysis of Policy, Rate Comparison 
With Private Companies, Con- 
version and Other Features 


Price 


Ten Cents Per Single Copy 
Seven Dollars Per Hundred Copies 
Fifty Dollars Per Thousand Copies 


Exclusive Selling Agents 


The Eastern Underwriter Company 
105 William Street, New York, N. Y. 
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taxable year; debts ascertained to be 
worthless and charged off within the 
taxable year; taxes (other than income 
taxes) paid or accrued within the tax- 
able year; interest paid or accrued 
within the taxable year on that propor- 
tion of any indebtedness which the 
amount of gross income from sources 
within the state, bears to the taxpay- 
er’s gross income from all sources 
within and without the state; losses 
sustained in respect of transactions or 
of property within the state. Assuming 
that all these deductions amount to 
$10,000, A’s net taxable income would 
only amount to $15,000, on which he 
would pay 1 per cent on $10,000, and 
2 per cent on $5,000—or $200 alto- 
gether; a clear saving of 20 per cent of 
the tax withheld by his companies. 

It will be observed that, as the law 
stands today, A will not be entitled to 
the personal exemption, ($1,000 or $2,- 
000) allowed to resident taxpayers, 
This unfair discrimination against non- 
resident taxpayers has been severely 
criticized, and its constitutionality ser- 
iously questioned. There is very good 
reason to expect that the Legislature, 
at its next session, will remedy this in- 
justice. 

The allowance of the personal exemp- 
tion to all non-residents making a re- 
turn to the State Comptroller, would 
reduce A’s taxable income by the 
amount of the exemption, and thus 
cause a further saving of the tax with- 
held as above. Furthermore, should 
the state of A’s residence impose an 
income tax, the existing law would al- 
low him a credit upon his New York 
tax, of such proportion of the tax paid 
to his own state as his New York tax- 
able income bore to his entire income 
taxable by the state of his residence. 
It might well be that A’s New York 
income comprised his entire income, in 
which case, the entire tax paid his own 
state, would be credited against his 
New York tax. 

Under such circumstances, the fail- 
ure of A to make a return to the New 
York State Comptroller would result, 
under the withholding provisions, in his 
paying this state, not only a tax upon 
his gross income, but also a tax upon 
his net income to the state of his resi- 
dence. 

Puzzling Problems Ahead 

When it comes to performing the du- 
ties imposed by the law on the with- 
holding agents, insurance companies 
will be confronted with several inter- 
esting, not to say puzzling, problems. 

Take for example, the case of a life 
insurance company, having its “home 
office” in another state but operating in 
New York state through a salaried gen- 
eral manager. If the latter is a resi- 
dent of New York, must he file with 
his company a certificate of residence 
(Form 101) in order to release it from 
the obligation to withhold and pay the 
tax on his salary? If he fails to file 
such certificate and subsequently fails 
to pay this tax, will his company be- 
come liable? 

Under the opinion of the Attorney 
General, herein before referred to, hold- 
ing that the work done rather than the 
person paying for it, should be regard- 
ed as the “source of income,” the sal- 
ary of the manager is subject to the 
tax, and therefore his failure to file 
Form 101 with his company would ap- 
pear to impose on the latter the duty 
of withholding the tax. It would seem 
to be immaterial in this case as to 
whether or not his territory extended 
into other states, since, as a resident of 
New York State, his entire net income 
oo whatever source derived, is tax- 
able. 

Should it happen, however, that the 
Manager resides in another state, only 
such part of his income as is derived 
from business done in this state is 
taxable under the New York law. What 
is the duty of his company under such 
circumstances? Being a non-resident, 
he cannot relieve his employer of its 
obligations as a withholding agent, by 
filing Form 101! 

Practically speaking, all the work for 
which he receives a salary is performed 
in his New York office, although a por- 
tion of the insurance going through his 
office may have been written in terri- 


tory outside the state. Were it a ques- 
tion of commissions based on the 
amount of business going through his 
office, only such portion of the commis- 
sions as was derived from business 
writen in this state, would be taxable, 
and the amount of tax to be withheld 
by the company would be easily arrived 
at. But since it is a question of salary 
for work performed in New York, ir- 
respective of where the business was 
obtained, it appears to me that the law 
would be construed as imposing on the 
employing company the duty of with- 
holding and paying the tax on the en- 
tire salary of its New York manager, 
if he resides outside the state. 

In the case of general managers and 
agents under commission contracts, the 
fact that their compensation while de- 
terminable is not fixed in advance as to 
amount, makes it difficult for withhold- 
ing agents to know when to withhold 
the tax, and thus avoid the liabilities 
and penalties the law imposes for fail- 
ure to withhold. 

Many of the insurance companies op- 
erating in New York conduct their busi 
ness entirely through agents under 
commission contracts. Generally speak- 
ing, the general agent or district man- 
ager of such a company has a contract, 
which calls for the payment to him of 
commissions and collection fees based 
on the amount of premiums collected 
by him for insurance placed through his 
office. He in turn makes contracts 
with special agents and brokers, where- 
by he agrees to pay commissions based 
on the premiums received from _ busi- 
ness written in his territory. 

Both “Withholding Agents” 

In some cases, if the company joins 
in a contract between a general agent 
and his special agent, it is as a guaran- 
tor so to speak; in others, the company 
is the actual principal in the contract, 
and the general agent merely the pay- 
master or conduit through which the 
commission earned by the special ag- 
ent is paid. In either of such cases, the 
law would seem to constitute both the 
company and its general agent, with- 
holding agents. 

Unless the general agent is a New 
York resident and has filed Form 101 
with his company, it is clearly the duty 
of such company to withhold and pay 
the tax on all commissions and collec- 
tion fees paid him, if they amount to 
$1,000 or more. Such general agent, in 
his turn, is bound to withhold and pay 
the tax on commissions paid out by him 
to agents and brokers under contract 
with him, who cannot, or who have 
neglected to, file the certificate of resi- 
dence. 

General Agent’s Liability 

It is apparent that, unless the gen- 
eral agent is a resident and has filed 
Form 101, or if he is a non-resident and 
does not make an income return to the 
State Comptroller, he is in danger of 
having to pay the tax upon the total 
amount of the commissions paid him, 
notwithstanding the fact that a large 
portion of such commissions are pay- 
able to special agents and brokers un- 
der contract with him. 

For example, a general agent in such 
a case, receiving during the year com- 
missions amounting to $200,000, would 
be liable to a withholding of 2 per cent, 
or $4,000; although $175,000 of the for- 
mer amount was probably paid out in 
office expenses and commissions to 
special agents and brokers under con- 
tract. By making a return to the 
Comptroller, only his net income, 
amounting to $25,000, would be taxable 
at the rate of 1 per cent on the first $10,- 
000 and 2 per cent on the excess, or 
$400 altogether; allowing for the per- 
sonal exemption, the tax would be still 
less. 

Where the general agent is merely a 
paymaster for the company so far as 
commissions to special agents and 
brokers are concerned, the tax to be 
withheld by his company would of 
course be based on only the commis- 
sions earned by him. But even here if 
his office expenses have to come out of 
such commissions, he will save con- 
siderably by making an income return. 

As to whether he, or his company, 
should withhold the tax on commis- 
sions paid through him to special ag- 


ents and brokers, I take it that this 
duty would fall to him, as distributing 
representative of his company in New 
York. Failure on his part to do this, 
would probably subject his company to 
the penalties attached to such failure. 
However this is a matter which rests 
between his company and himself, the 
state probably will not care as to which 
does the withholding, so long as it is 
done. 

In conclusion, I would suggest that, 
in order to be on the safe side, every 
insurance company operating in this 
state should see to it that the tax is 
withheld on all commissions paid by 
it to an agent or broker who fails to 
file with it or its representative, the 
certificate of residence on Form 101, 
where such commissions on New York 
business amount to $1,000 or more in 
the course of the taxable year begin- 
ning January Ist, 1919. 








More 
Power 
To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 
Company 


DES MOINES 
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HOME LIFE 


INSURANCE’ CO. 
(Purely Mutual) 

256 BROADWAY, NEW YORK 

GEORGE E. IDE, President 





The $9 Annual Report of the 
Home Life Insurance Company 
shows over Four Million Dollars 
paid to policyholders in 1916, of 
which over Seven Hundred ou- 
sand was in dividends. The in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding this 
the assets show an increase of 
more than 4% and are now over 
Thirty-Six Million Dollars. 


The total insurance in force was 
increased during the year 6.6% and 
is now nearly One Hundred and 
Fifty-Nine Million Dollars, ~ 





For Agency apply te 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 














Build Your Own Business 


under our direct general agency contraet 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 




















IN THE CENTER OF THE U. S. A. 























is located a big, vigorous, and growing in- 
stitution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $180,000,000 of insurance in force. 


Investigate for yourself. 


Missouri State Life Insurance Company 


M. E. SINGLETON, President 
St. Louis, Missouri 
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FORMS GALORE 
In spite of all the talk of adverse ex- 
perience in accident and health busi- 


-ness, the multiplicity of contracts con- 


tinues. Every conceivable combination 
is being worked and some companies 
that have not advanced rates on certain 
forms are looking forward to a rush of 
brokerage business deflected from 
other companies that have advanced 
rates. Several of the cheaper forms of 
accident policies are selling well even 
though they offer only $1,000 principal 
sum. One of these forms that sells for 
$30 is selling better than another sell- 


_ ing for $36 with $5,000 principal sum. 


Some offices are complaining that cer- 
tain widely advertised forms, which they 
claim are not by any means the most 
iiberal, are enjoying a sale out of pro- 
portion with their merits. These under- 
writers evidently expect the public to 
know the intricate maze of accident 
contracts and be able to choose the best 
contract from several hundred. Pick- 
ing out the best accident and health 
policy is on a par with picking the best 
cigar store. The public will go where 
it is led and good advertising will in- 
variably accomplish the trick. 

Meanwhile the more conservative 
offices point to the old argument that 
too many contracts simply confuse the 
public and undermine confidence. No 
sooner does a man obtain a policy than 
he hears through an advertisement or 
through a broker of some other sup- 
posed to be much better. Of course the 
sentiment thus created is not good for 
the business as a whole. What is need- 
ed is something ‘that will inspire the 
highest confidence in the accident and 
health insurance; a general feeling that 
any policy one buys will be free from 
disappointments and will give the cov- 
erage one really should have. 





NEGLECTED GOVERNMENT INSUR- 
ANCE 

The following editorial appeared in 
the New York “Evening Sun” Saturday, 
July 19: 

“If three million men of those enlist- 
ed have actually stopped making pay- 
ments upon their War Risk insurance 
as the Hughes Committee intimates, 
one of the greatest schemes of the pres- 


ent day paternalism has very nearly 
broken down at starting. The Govern- 
ment sought on disbanding the men to 
have them turn what had originally 
been term policies, renewable annually 
during the war and the five succeeding 
years, into more permanent forms of 
insurance. This scheme was perhaps 
unwise. It duplicated the activity of the 
thoroughly efficient private and mutual 
life insurance companies. It gave them 
a competitor, who could afford to do 
business below cost, at least in the 
field of the war veterans. 

“The time to keep the Government 
out of the peace-time life insurance 
business has passed. The Government 
has entered the business, and cannot 
leave it without deserting obligations. 
That so many as three-quarters of the 
insured soldiers should let their prem- 
jum payments lapse upon discharge is 
not indeed a misfortune for the Govern- 
ment or the taxpayer, but it is a mis- 
fortune to the men and it indicates 
something wrong in the Governmental 
insurance business methods. 

“The normal default on payments 
ogomes the first month after the army 
pay ceases. The ex-soldier no longer 
draws a sum from which his premium 
payment has previously been extracted. 
No special arrangement exists to bring 
him through the transition to paying 
out of his pocket. The method of month- 
ly payments has formed a stumbling 
block at the outset of the enterprise of 
passing to peace-time insurance. 

“This promises ill for the methods 
and results of the insurance enterprise. 
Even if but one-quarter of the war-time 
policyholders continue insuring after 
leaving the army, that will leave the 
Government with $10,000,000,000 under- 
written. Care of so great a total, wide- 
ly distributed, offers great occasions for 
administrative mistakes, which will at 
once raise the cost to the taxpayer and 
further diminish the number of the ulti- 
mate beneficiaries. 

“All this of course need not affect 
the soldier in his appreciation of the 
insurance opportunity that is his. How- 
ever uninviting in a superficial way, the 
opportunity is worth grasping. The 
man who defaults on a policy he might 
convert on terms unobtainable else- 
where, loses a potential benefit that has 
a distinct computable present surren- 
der value, as companies call it, The 
Government does not offer to pay any 
such surrender value; but he throws 
real money away just the same, who 
lets a policy lapse.” 





INSURANCE FUNDS IN CLOSED 
BANK 

The insurance interest in the closing 
of the North Penn Bank of Philadelphia 
is centered in the deposit of funds re- 
covered by former Insurance Commis- 
sioner J. Denney O’Neil in closing up 
the affairs of the Pittsburgh Life & 
Trust Company, of Pittsburgh, and the 
Union Casualty Insurance Company, of 
Philadelphia. It is understood that 
there was $402,000 recovered by former 
Commissioner O’Neil from the Pitts- 
burgh Life & Trust, which was deposit- 
ed in western banks and later trans- 
ferred to the North Penn Bank after 
his retirement from office, while the 
funds of the Union Casualty Insurance 
Company amounted to $60,000. It is un- 
derstood that Deputy Commissioner 
Thomas B. Donaldson withdrew $175,000 
of the Pittsburgh Life & Trust Com- 
pany funds from the North Penn Bank 
prior to its closing. 





RE-ORGANIZES FRATERNAL 

Jesse S. Phillips, superintendent of 
insurance, of New York State, has filed 
a plan for reorganizing the Polish Un- 
ion of America, a fraternal insurance 
company with headquarters at 761 Fill- 
more Avenue, Buffalo, which was taken 
over by the state insurance department 
some time ago. Under the plan ap. 
proved by the court the entire member- 
ship and assets aggregating $278,703 
will be transferred to the incorporated 
association. 











GRIFFIN M. LOVELACE 





Griffin M. Lovelace, formerly agency 
superintendent of the Connecticut Mu- 
tual Life, has been appointed secretary 
of the new Central Training School for 
Life Insurance Salesmanship, at Car- 
negie Tech., Pittsburgh. The Con- 
necticut Mutual loaned Mr. Lovelace, 
who was to become their general agent 
for Tennessee on July 1, to Carnegie 
Tech. He was to be at Pittsburgh for 
three months to help in the laying out 
of the new courses in life insurance, 
which are to be taught beginning 
with the October term. Mr. Lovelace 
has become so enthusiastic over the 
possibilities of this new school in im- 
proving vocational conditions in life in- 
surance salesmanship that he kas con- 
cluded to forego general agency privi- 
leges for a time, and has given up his 
work with the Connecticut Mutual and 
accepted the first professorship in life 
insurance practice ever offered in this 
country. With these days of prosperity 
in life insurance such an appointment 
as this means financial sacrifice to such 
a man as Mr. Lovelace, but his vision 
of the contribution to life insurance 
which the school will give has led him 
to this important decision. Mr. Love- 
lace is a native of Kentucky and was 
educated at Vanderbilt University and 
the University of Berlin. After teach- 
ing school in Louisville for a short time 
he began his life insurance career with 
the New York Life at Nashville, Ten- 
nessee. He was advanced quickly to 
agency instructor and agency director 
of the company at Paris, France. Re- 
turning to this country in 1907 he be- 
came assistant superintendent of agen- 
cies of the Connecticut Mutual and in 
1909 superintendent, holding this office 
until an excellent opportunity was of- 
fered him to return to the Southland. 
The plans for the Central Training 
School are fast maturing. The pros- 
pectus is about to be sent out to the 
companies and general agents, Any 
company or general agent may purchase 
scholarships at $250 for each eleven 
weeks’ course. There will be three 
terms per year. Since dormitory priv- 
ileges can only be secured for one hun- 
dred students per term, it is likely that 
the scholarships will be largely over- 
subscribed, and it may, therefore, be 
necessary to limit the number of schol- 
arships. One company has already re- 
quested reservations for seventeen 
scholarships a year. 





TERM CONVERSIONS 


Term conversions for the first six 
months of 1919 in the Northwestern 
Mutual Life show an increase over the 
same period in 1918 of 577 policies, for 
insurance amounting to $1,419,266. 





Frank H. Cauty, who is to succeed 
H. K. Fowler as United States manager 
of a number of fire and marine com- 
panies upon Mr. Fowler’s retirement 
from business next December, has been 
long in the service of the Thames & 
Mersey. He was with that company 
for thirty-four years and until he was 
promoted to the joint managership of 
the companies named below, dating 
from July 1. Prior to that he was as- 
sistant United States manager of the 
Liverpool & London & Globe, marine 
department; Thames & Mersey; Phoe- 
nix Assurance, marine department; 
Union Marine; Norwich Union, marine 
department; Columbia and North China. 

. * * 


W. J. Smith, general agent of the 
Bankers Life at Duluth, Minn., a com- 
paratively new addition to the field 
force of that company, is doing splendid 
work. During the week of July 7 he 
sold a $50,000 coi poration policy for pro- 
tection of business against financial loss 
by reason of untimely death among the 
corporation’s personnel, Mr. Smith has 
a wide acquaintance among bankers 
and big business men of Minnesota. He 
is a man of compelling personality, and 
is demonstrating his ability in the com- 
mendable work he is doing for the 
Bankers Life. 

* * ¢ 


John M. Holcombe, president of the 


Phoenix Mutual Life, was re-elected 
president of the Mechanics Savings 
Bank of Hartford last week. Mr. Hol- 


combe is also one of the trustees of 
the bank. Other insurance officials on 
the board of trustees are Henry S. 
Robinson, president. Connecticut Mu- 
tual Life; John L. Way, vice-president, 
Travelers; and F. J. Sloan, vice-presi- 
dent, Aetna Insurance Co. 
* * & 

W. R. Collins, of Johnson & Collins, 
general agents of the Travelers Insur- 
ance Company, had the distinction of 
heading the Travelers’ medal roll for 
personal production of first year life 
premiums and new accident and health 
premiums in 1918. Of the first ten men 
on the medal roll, six are from New 
York City, five occupying the first five 
positions, and the sixth man the eighth 
position. 

* * - 

A. Hollander, agent, of the Equitable 
Life Assurance Society, in New York, is 
being congratulated in connection with 
his having qualified for the Three Mil- 
lion Dollar Corps of the Equitable Quar- 
ter Million Club. Mr. Hollander has 
the distinction of being the first one 
of the Equitable’s representatives to 
have reached such an exalted achieve- 
ment. 

* s J 


Guyton P. Reynolds, representing the 
Equitable Life Assurance Society, at 
Marietta, Ga., is making one of the 
most inspiring records of the Equit- 
able’s new representatives, Beginning 
active work on January 1, this year, 
Mr. Reynolds paid for over $200,009 of 
Insurance on 111 lives during six 
months’ time. 





WILL MEET IN LOS ANGELES 

The annual school of instruction of 
the Bankers Life Company in January, 
1920, will assemble at Los Angeles in- 
stead of New Orleans as _ previously 
planned. Accommodations could not 
be secured in New Orleans for the 
school. Details of the arrangements 
will be made known later. 





AMERICAN NATIONAL 
CONVENTION 
The annual convention of representa- 
tives of the American National Life of 
Galveston will convene at the Hotel 
Galvez, August 8 and 9. Up to date 


twenty-one members of the field force 
have qualified for the convention. 
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Many Join Middle 
Association Ranks 


NEWSPAPER REPORTS DENIED 








Nothing Said About Larger Mercantile 
and Building Lines; Reports of 
Committees Read 





Special correspondence from Atlantic 
City published in the Philadelphia 
newspapers purported to give reports 
made at the meeting of the Under- 
writers’ Association of the Middle De- 
partment respecting fire risks on saloon 
properties in Philadelphia. The fact is 
that the Middle Department Association 
does not supervise the territory com- 
prising the city and suburbs. Other re- 
ports relating to increased mercantile 
lines and larger real estate writings 
were also mentioned. Participants in 
the meeting assert that they have no 
knowledge of such reports being sub- 
mitted. 

The quarterly meeting was held July 
16. The chair was occupied by Special 
Agent Frederick H. Walker, Liverpool 
& London & Globe. Besides receiving 
reports of committees and attending to 
other routine business the following 
named were admitted to membership: 

Secretary G. R. Detts, Pennsylvania 
Underwriters, Sunbury; Special Agent 
S. M. Buck, National Fire; President 
Cc. P. Stewart, American Merchant 
Fire and Marine, New York City; As- 
sistant Secretary Harold Knox, Impor- 
ters and Exporters Insurance, New 
York City; Secretary George J. Cannon, 
Utah Home Fire of Salt Lake City; 
Special Agent Chester R. Bartley, Cale- 
donian Fire; Special Agent R. E. Cadi- 
gan, United States Fire and United 
States Underwriters; Special Agent 
Chas. S. Abrams, Jr., American Eagle 
Fire; Special Agent Walter N. Ed- 
wards, Milwaukee Mechanics; Secre- 
tary T. A. Duffy, American Equitable 
Assurance; Secretary R. S. Howell, 
Hawkeye Securities Fire; Special Agent 
James P. Lavelle, Hudson Fire and 
Svea F and L; Special Agent George 
F. Byrne, Camden Fire; Special Agent 
Edwin J. Carter, Reliance; Assistant 
General Agent C. C. Whipple, Union In- 
surance Society of Canton. 





CHOSEN ASSISTANT SECRETARIES 


Cc. A. Dosdall and L. B. Grossmith 
have been elected assistant secretaries 
of the St. Paul Fire & Marine. Mr. 
Dosdall has been in the home office 
since 1903, and Mr. Grossmith has been 
a special agent in Illinois and later in 
charge of the automobile department at 
the home office. 


Security Behind 
Policies Ignored 





FEDERAL LAND BANK LOANS 


County Mutual, “With Practically No 
Assets, Got Most of Business 
in One State 





In some sections of the West agents 
are aroused by the practice of the Fed- 
eral Land Bank in accepting policies 
of farmers’ mutual fire associations 
where Federal loans are placed. The 
agents strongly resent this invasion of 
their business. Besides making their 
dissatisfaction known locally they have 
called the attention of their companies 
to the situation and hope for some ac- 
tion. 

The general situation has developed 
the suggestion that concerted effort be 
made to prove to the bank the absence 
of proper security behind such policies. 
It is estimated that an effort will be 
made to bring the entire subject to the 
attention of the treasury department. 

Stock Companies Discredited 

It is said that in one Western state, 
practically all the insurance in connec- 
tion with Federal loans has been given 
to a county mutual. This mutual, ac- 
cording to its last statement, has cash 
assets of less than $250, and insurance 
in force, $1,500,000. It has also been 
pointed out that a stock company in 
far better condition than that would 
have little chance of getting its con- 
tracts accepted. Another argument made 
is that the practice of accepting such 
mutual policies serves to discredit 
these stock companies for the time 
being, and that eventually the practice 
is sure to react upon the Federal banks 
unless meanwhile it can be corrected. 

In the West, as throughout the coun- 
try at large, the stock companies fur- 
nish reliable insurance on farm prop- 
erty. It is only in the South where 
this class of business is not well re- 
garded that the farmer in some sec- 
tions might have difficulty in obtaining 
insurance. 








WANTED 
Executive Special Agent 


By one of the large Foreign com- 
panies. Excellent position to 
start with, with an attractive 
future for man having the right 
qualifications. Address in confi- 
dence, 
“EXECUTIVE” 
c/o The Eastern Underwriter 
105 William Street 








New York 














THE AUTOMOBILE 
INSURANCE COMPANY 
OF HARTFORD, CONN. 
cone comenes, ae 


$2,000,000.00 


ASSETS 


$9,2 16,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,38 2,334.00 


SURPLUS TO POLIC YHOLDERS i] 


$3,833,866.73 


LINES WRITTEN 








FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 
AETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 


























Binders Effected on Risks Anywhere in the U. S. & Canada 


Phone John 4613 


BERNHARD JNSURANCE AGENCY 


43 Cedar St., 1 Montgomery St., 
New York City Jersey City, N. J. 
Scottish Union & National Fireman’s Fund 
Atlas Assurance Co. Home Fire & Marine 


Rhode Island Insurance Co. 
Nationale of Paris 





ee 














Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 


Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U.S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 











NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 
123 William Street, NEW YORK 








LEWIS & GENDAR, INc. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia, Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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CARS TO COST MORE 





President of Hudson Company Tells 
Why He Believes Prices 
Will Not Decline 





In connection with the advance in 
automobile insurance limits it may be 
said that among manufacturers there 
is a general] belief that car prices will 
rise rather than fall. The president of 
the Hudson Motor Car Company is 
quoted as follows: 

“With copper up 20 per cent, leather 
up 25 cents a foot and every other ma- 
terial entering into the manufacture of 
ears costing more, to say nothing of 
labor, how can the price of cars come 
down? Material conditions say ‘no,’ 
labor conditions say ‘no,’ the demand 
for the cars says ‘no,’ so it is a safe bet 
that there will be a general rise in the 
price of cars. 

“In the light of experience, commod- 
ity prices will gradually decline. The 
automobile industry is not to remain 
quiescent on this account, however; the 
demand for cars is too great, the buy- 
ing too insistent, and production too 
short of demand to permit any such 
conditions. This condition must be 
met by the manufacturers, which means 
high pressure production and increased 
manufacturing costs; at least, until 
stable conditions obtain and production 
reaches its normal conditions.” 

. +. * 
Appointed in Philadelphia 

L. M. Addis & Co. has been appointed 
Philadelphia representative of the Nor- 
wich Union and James S. Ifill of the 
Eastern Fire. 

e * & 
Agencies Discontinued 

The following Philadelphia agencies 
have been discontinued: Interstate In- 
surance Agency, for the Capital Fire, 
Sacramento; Harris J. Latta, for the 
Mechanics of Philadelphia; Frank B. 
Off, for the Eastern Fire. 

. s . 
Brokers Licensed 

The Philadelphia Fire Underwriters’ 
Association has issued certificates to 
the following local brokers: Louis 
Garfield, Chas J. McDermott, Yerkes & 
Smith, Zacharias & Wallace. Also to 
Worthington & Sill, Buffalo. 

” . e 
Brokers Get Certificates 

The following brokers have been 
given certificates: Lillian D. Schwoerer, 
303 Fifth Avenue and Wilbur T. Wright, 
263 East Kingsbridge Road. 

. * * 
Marine Men Wanted 


It is noticed that there is a large in- 
crease in the demand for insurance men 
with marine experience. This is doubt- 
less due to the number of new insurance 
companies in New York City. 

” a . 
At Service of Brokers 


BE. A. Creevey, fly wheel and turbine 
expert, will be in New York for several 
weeks and places himself at the service 
of brokers and agents interested in de- 
veloping this class of insurance. Fly 
wheel property damage and liability 
insurance is a very necessary and 
important protection to all owners of 
Dlants or buildings having fly wheels, 
turbines or generators in their equip- 
ments. Secretary John S. Turn of the 
Aetna at 100 William Street invites 
brokers to avail themselves of Mr. 
Creevey’s services in making surveys 
and quoting rates and his help in de- 
veloping this class of business. 

* * « 

Enemy Alien Clause to be Used 

The National Board has issued a bul- 
letin to the companies informing them 
that they must continue to attach the 
enemy alien clause to all policies where 


Boosting New York 
State Association 


“NEWS LETTER” MAKES BOW 





County, Town and City Clubs or 
Boards Wanted; Work of Special 
Committee 





In the first number of the “News Let- 
ter” issued by the New York State As- 
sociation of Local Insurance Agents, 
members are told to at once organize 
either county, town or city insurance 
agents’ clubs or boards. In this connec- 
tion the “News” says: 

“Make the organization so valuable 
that all agents must join because of the 
practical benefit they will get from 
their organizations. Frankly, men will 
join an organization if it will teach 
them to get more money. The presi- 
dent requests that steps be taken imme- 
diately to form such bodies and tnat 
he be advised as to progress. Your 
officers will help if you give them a 
chance. Write them and give them your 
ideas and tell them your troubles.” 

The development plan of the Asso- 
ciation, as determingd upon at the 
Syracuse convention in June is out- 
lined. The special committee appointed 
at that time will meet soon with the 
companies’ committees and arrange for 
the best solution of the problems of: 
Uniform rates for all fire companies, 
Co-operation in promulgation of new 
rules and rates, Meeting competition of 
outside carriers, Agent’s qualification 
laws, Broker’s license laws. 

The permanent membership commit- 
tee will be announced in a few days. 

The “News” is bright and snappy and 
is part of the plan to keep the members 
in closer touch with the Association's 
activities. Regarding the Louisville 
convention, it says: 

“Cut down your vacation and lay 
aside expense money as premium to in- 
sure your business. You can’t go to a 
national convention without coming 
back a bigger man. It will make money 
for you. The dub knows it all and 
stays at home in his own little hole in 
the wall. The he man agent goes out 
in the world and meets big men in his 
line of business and from them gets 
ideas that brush away the cobwebs. 
New York State will have one hundred 
of her best agents at the national con- 
vention. Plan now to add your name 
to the list.” 








it is needed. This was done because no 
order to discontinue has been issued 
from Washington. Some of the com- 
panies thought that as the peace treaty 
has been signed it would no longer be 
necessary to attach the clause. 


NEW: YORK STATE DEPARTMENT 


SUPERIORFIRE OF PA, ~ ) 
“2GEORGIA-HOME OF.GA; 


CAPITAL FIRE OF.N,.H)! “GEORGIA: 
PERCY B. DUTTON, Manager, ROCHESTER 


REPUBLIC FIRE-OF PA: 











100 William Street 





SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 


New York, N. Y. 


Phones John 1167, 1168 











Conservative -- 


$1,027 ,558.52 
200,000.90 
252,782.50 
96,062.56 
234,537.84 
18,338.85 
459.50 


Mortgages ...ccccccecccccccccccees 
Liberty Loan Bonds........+++++- 
Other Stocks and Bonds........ 
Real Batete  cccisedcvccsocscsese 
Cash in Office and Banks...... 
Interest Due and Accrued. oe 
Rents Dwe ccvccctevccecses 
Avents’ Balances «» 216,362.72 
Collateral Leane ....<secccoeses 37,360.00 
$2,083,462.49 
A. H. TRIMBLE, President 
EDWARD HEER, Vice Pres. & Secy. 





THE SUPERIOR FiRE,NSURANCE co. 
Statement Pa 1919 











Progressive 
LIABILITIES 
TO Rn eee $ 400,000.00 
Weiedseated Losses occsecscccses 104,996.41 
eee 1,216,048.49 
Other Liabilities 66: scccesccsce 32,000.00 
ne 330,417.59 


"$2,083,462.49 
F. W. SCHRATZ, Asst. Secy. 














National Liberty 


INSURANCE COMPANY 
OF AMERICA ‘ 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1919 





Cash Capital ..iic¢s< $1,000,000.00 
eer eee 9,609,646.00 
Liabilities, including 

RE 6 a.9,0i0:3d0e ain 3 7,214,228.11 
NOt Borplas 2000s 2,395,417.89 
Surplus to Policy 

a eee 3,395,417.89 


HEAD OFFICE 
62 WILLIAM STREET, NEW YORE 














THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1652 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 
HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM STREET, NEW YORE 














Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 














PHILADELPHIA 











ADEQUATE | CLARENCE A. KROUSE & CO. SATISFACTION 
FACILITIES LOCAL AND GENERAL AGENTS se avice 
ALL LINES 325 WALNUT STREET = PHILADELPHIA, PA. | ALL LINES 


PENNSYLVANIA NEW JERSEY 

















£07 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 


Home Office: 68 William Street 

















| 
| 
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SNAPPED AT FORTY-SEVENTH ANNUAL MEETING “OLD ASSOCIATION” AT SARANAC INN 
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American Eagle Fire Insurance Company 
Semi-Annual Statement, July Ist, 1919 


ASSETS LIABILITIES 
Sonds and Stocks. (Actual Market Value SE PD oka oc evan etsccionsscaes $1,251,002.00 
June 30th, 1919) $2.674,020.00 Losses in Process of Adjustment.............. 283,435.24 
Premiums in course of collection............. 681,056.42 as a ee ae oe bah ee wees 39,481.05 
Interest and Dividends accrued............... 28,167.41 Pe cKccoctrdunkh badeaceesenaendeeus 1,000,000.00 
Cash on deposit and in office........6..006006- 280,443.95 EE “bri einnn sheen een de tawe cee kenes 1,089,769.49 
eo ees ea eael $3,663,687.78 $3,663,687.78 





POLICYHOLDERS’ SURPLUS . - $2,089,769.49 
HENRY EVANS, President 


F. W. KOECKERT, Vice-President . J. E. LOPEZ, 2d Vice-President and Secretary 
F. R. MILLARD, Secretary; ERNEST STURM, Secretary; H. E.MAXSON, Secretary; ALFRED STINSON, Secretary 


C. E. ALLAN, Secretary 
J. P. HOLLERITH, Assistant Secretary; PAUL L. HAID, Assistant Secretary; J. F. CUNNINGHAM, Auditor 
HOME OFFICE PACIFIC COAST DEPARTMENT WESTERN DEPARTMENT 


80 Maiden Lane Insurance Exchange Bldg. 207 West Jackson Blvd. 
NEW YORK SAN FRANCISCO CHICAGO 











The Continental Insurance Company 
One Hundred and Thirty-Third Semi-Annual Statem ent—July Ist, 1919 





ASSETS LIABILITIES 

fonds and Stocks.cactual Market Value Unearned premiums ...................++++$14,206,474.72 
June 30th, 1919)  —$39.037,706.00 Losses in process of adjustment............. 1,410,464.70 

6b ict tetheh ew hehhteriesasd<rwe 725,000.00 i Cs 6. nd ecb Shek decade eawe eds 732,151.37 
Loans on Bonds and Mortgage.............. 2,700.00 Reserve for contingencies.................6. 100,000.00 
Premiums in course of collection............ 2,673,439.14 Reserve for dividend, payable July 10th...... 1,000,000.00 
Interest, Dividends and Rents accrued........ 334,590.28 RIPEN Ga TINS ce ean 10 EE 10,000,000.00 
Cash on deposit and in office.............6.- 3,235,653.03 EE wr ado cehkesbd0REd POEedeene nena 11,559,997.66 
Ee Te $39,009,088.45 $39,009,088.45 


POLICYHOLDERS’ SURPLUS - - $21,559,997.66 
HENRY EVANS, President 


Fr. W. KOECKERT, Vice-President; J. E. LOPEZ, 2d Vice-P resident and Secretary; J. J. HOEY, 2d Vice-President 
F. R. MILLARD, Secretary; ERNEST STURM, Secretary; J. A. SWINNERTON, Secretary; J. R. WILBUR, Secretary 
WILLIAM QUAID, Secretary; C. E. ALLAN, Secretary . 
H. W. LARUE, Assistant Secretary; O. F. GROVER, Assistant Secretary; J. P. HOLLERITH, Assistant Secretary 
PAUL L. HAID, Assistant Secretary; J. F. CUNNINGHAM, Auditor 


HOME OFFICE PACIFIC COAST DEPARTMENT WESTERN DEPARTMENT 


80 Maiden Lane Insurance Exchange Bldg. 332 So. La Salle St. 
NEW YORK SAN FRANCISCO ‘ CHICAGO 














Fidelity-Phenix Fire Insurance Company 
Semi-Annual Statement, July Ist, 1919 





ASSETS LIABILITIES 

Bonds and Stocks ¢actuat Market Value RPOMPMOE PUOUNTIUND on ccccccccccscccccces $12,589,777.58 
June 30th, 1919) $19,616,806.00 Losses in Process of Adjustment............. 1,323,693.61 

| ERS a Oe ae Ae ee ee ee 412,500.00 CS ae 394,604.81 
Loans on bond and mortgage..............6. 15,500.00 Reserve for dividend, payable July 10th....... 375,000.00 
Premiums in course of collection............ 2,417,152.13 Reserve for Contingencies...............00. 50,000.00 
Interest, dividends and rents accrued......... 188,969.95 a a eo 2,500,000.00 
Cash on deposit and in office................ 2,097,159.09 PEEL 6c tnt nacavidek deus nnbaxeOe cies 7,515,011.17 
Total Assets $24,748,087.17 $24,748,087.17 





POLICYHOLDERS’ SURPLUS - - $10,015,011.17 


HENRY EVANS, President 


F. W. KOECKERT, Vice-President; C. R. STREET, Vice-President; J. E. LOPEZ, 2d Vice-President and Secretary 
F. R. MILLARD, Secretary; ERNEST STURM, Secretary; N. T. ROBERTSON, Secretary; S. R. KENNEDY, Secretary 
, C. E. ALLAN, Secretary 
M. E. MORIARTY, Assistant Secretary; J. P. HOLLERITH, Assistant Secretary; PAUL L. HAID, Assistant Secretary 
J. F. CUNNINGHAM, Auditor 


HOME OFFICE PACIFIC COAST DEPARTMENT WESTERN DEPARTMENT 


80 Maiden Lane Insurance Exchange Bldg. 137 So. La Salle St. 
NEW YORK SAN FRANCISCO CHICAGO 
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Sprinkler Policy Like 
New York Standard 


DOES NOT COVER EARTHQUAKE 





Cost of Replacements and Repairs to 
Sprinkler Equipment Definitely De- 
termined By Use of Rider 

The old sprinkler leakage policy was 
sufficiently indefinite as to the liability 
of the company for cost of replacements 
and repairs to automatic sprinkler 
equipment, that some companies, under 
liberal construction of the policy, paid 
these costs. Meanwhile several com- 
panies were positive that this was not 
covered and they persistently declined 
to pay for repairs and replacements of 
the automatic sprinkler system itself. 

It was believed that the companies 
liberally construing their policies in 
this way did not do so with the purpose 
of taking advantage of their competi- 
tors. They felt that the liability was 
not clearly enough disclaimed and that 
they could not exclude it in all cases, 
so a revision of the policy was sug- 
gested to make this point quite clear. 
At the same time the Conference com- 
mittee on policy form was instructed 
to consider any additional revision of 
the policy that might clarify it. 


Contract Entirely New 

During the deliberations of the Form 
Committee the Rate Committee was 
making a codification of all rules. The 
Form Committee drew up an entirely 
new contract known as Form B Sprink- 
ler Leakage Policy, modeled on the lines 
and using the verbiage, wherever pos- 
sible, of the New York Standard Fire 
Policy. 

Both the Form Committee and the 
Rate Committee reports were accepted 
by the Conference and it was thought 
advisable, for the sake of uniformity, 
to meet with the Western Sprinkler 
Leakage Conference at some point mid- 
way between New York and Chicago. A 
committee of five with full powers was 
appointed to meet in Buffalo with a 
similar committee from the West. 

At the meeting in Buffalo last week 
the new Form B was decided upon. In 
it the automatic sprinkler system is en- 
tirely excluded from the cover unless 
covered in a separate item mentioning 
no other kind of property and a form 


of rider has been prepared for use 
where this cover is desired, 
What Prompted Action 
The New York standard fire insur- 


ance policy has been recently adopted 
and is the last word in fire insurance 
policy contract phraseology. Further- 
more, every condition and clause either 
has been or will be passed upon by the 
courts. so that it was believed by the 
committee that if the wording of the 
standard fire policy were followed ex- 


actly in so far as it could be made to 
apply to the sprinkler leakage con- 
tract, that it would not only be more 
readily understood by companies and 
policyholders but would have the ad- 
vantage of court decisions construing 
the contract from every angle. There 
being many more fire insurance policies 
in force than of sprinkler leakage, the 
fire policy is naturally much more oftei: 
passed upon than will be the sprinkler 
leakage policy. This was considered a 
decided advantage, so the new Form B 
sprinkler leakage policy follows the 
wording of the New York standard fire 
policy in almost every particular in 
which it can be made applicable to 
sprinkler leakage. 
Earthquake Not Covered 

There was a request on the part of 
some companies to make the sprinkler 
leakage policy available for writing in- 
surance against sprinkler leakage caused 
by earthquake but the Conference, 
after consulting with its members, de- 
cided that all loss or damage caused by 
earthquake, including that caused by 
sprinkler leakage, being covered under 
the earthquake rider attached to the 
fire insurance policy, should cover the 
ground and that there might be con- 
flicting or overlapping cover if the 
sprinkler leakage policy were also used 
for this purpose. 


PRODUCING COMBUSTION 

At Atlantic City, the Bureau of Mines 
of the United States Department of 
Agriculture had an exhibit in which an 
explosion of flour was produced by 
spontaneous combustion. It will be in- 
teresting for many underwriters to 
know exactly how spontaneous com- 
bustion is produced. Carbon, which is 
the principal constituent of flour, coal, 
and oil, combines with the oxygen in 
the air. It is a true chemical combi- 
nation, and like all such produces heat. 
The heat encourages the process to be- 
come more rapid which produces more 
heat, thus increasing the heat until 
the point is reached where it bursts 
into flame. There are several rather 
pecuiiar facts in connection with this 
process, for instance, when the air is 
moist the oxidation is more rapid. An- 
other feature is that contrary to com- 
mon belief, if the substance to be ig- 
nited is in a cool damp place the 
conditions are more favorable to spon- 
taneous combustion. 





NEWARK RATE CARD QUESTION 

There is some agitation in Newark, 
N. J., as to whether the local rate cards 
should be filed by representatives of the 
rating office or by the companies’ and 
agencies’ employes. Those who would 
rather have it done by the rating office 
point to the fact that in cities where it 
is so done, the representative of the rat- 
ing office soon becomes faster at it than 
the company’s employes. Another im- 
portant point is that by so doing the 
responsibility for possible errors its 
shifted to the rating office. 
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THE LARGEST GENERAL INSURANCE COMPANY IN THE WORLD 
United States Head Office 


New York City 





NEW ROOFING APPROVED 


Underwriters Laboratories Put Label on 
Product of H. W. Johns- 
Manville Co. 





H. W. Johns-Manville Co. has put on 
the market a new asbestos roofing 
which has the approval of Underwriters 
Laboratories. This roofing is composed 
of asbestos fibre and asphalt, which in 
their natural state have been exposed 
to the elements for centuries without 
showing any sign of deterioration. The 
importance of this is emphasized when 
it is known that the so-called felt roof- 
ing is composed of about 25 per cent 
woolen rags and the residue is made of 
rags, cotton, jute, straw, sea grass and 
waste paper. Many conflagrations have 
occurred because of the poor character 
of the roofing. The recent fire at At- 
lanta, Ga., owed its spread to shingle 
roofs despite the frequent warnings of 
underwriters. Buildings that are near 
railroads and subject to fires from 
sparks would be more frequently writ- 
ten if the roofing were fireproof because 
the roof is about the only part subject 
to fire from these conditions. A good 
deal of attention is being paid to roof- 
ing by the underwriters because out- 
side of the inherent hazards the roof is 
as apt to catch fire as any part of the 
exterior. This particular roofing is also 
made in the form of shingles. 





FIELD CLUB ELECTS OFFICERS 

At the last monthly meeting of the 
Suburban Field Club, of New York, the 
following officers were elected: John 
V. N. Simonson, of the Home, was re- 
elected president; Robert B. Dawson, 
Liverpool & London & Globe, vice- 
president; Edward Ryan, Hanover, sec- 
retary and Pomeroy Lee, Hartford, 
treasurer. This club has meetings on 
the first Morday in each month, and it 
is the intention to have an expert on 
some particular hazard address each 
meeting. 


EVANS COMPANIES GROW 


Statements Show Progress by American 
Eagle, Continental and Fidelity- 
Phenix 


Continued rapid growth in strength 
by the Henry Evans companies is shown 
in the semi-annual statements of the 
American Eagle, Continental ‘and Fi- 
delity-Phenix. The individual state- 
ments, which are shown in detail else- 
where in this issue of The Eastern 
Underwriter, reveal the following in- 
creases since the beginning of the year: 


American Eagle: Assets December 
31, $3,134,802; July 1, $3,663,687. Net 
surplus December 31, $900,572; July 1, 


$1,089,769. 

Continental: Assets December 31, 
$36,458,187; July 1, $39,009,088; net sur- 
plus December 31, $10,172,815; July 1, 
$11,559,998. 

Fidelity-Phenix: Assets December 31, 
$22,304,214; July 1, $24,748,087; net sur- 
plus $6,032,685; July 1, $7,515,011. 


SAYS RATES ARE EXCESSIVE 
Colorado Department’s Order to Fire 
Companies Calls for Reduction 
In Premiums 


The Colorado Insurance Department 
has addressed the following order to all 
fire companies and rating bureaus in 
that state: 

“Pursuant to Section 12 of the Colo- 
rado Fire Insurance Rate Regulation 
Law effective March 12, 1919, you are 
advised that after a thorough investiga- 
tion I find the rates now charged for fire 
insurance in this state excessive and 
unreasonable in that the results of such 
business as shown by sworn statements 
now on file in this office indicate an 
underwriting profit in an unreasonable 
amount. You are, therefore, ordered to 
reduce said rates in such percentage 
as will bring about a reduction in pre- 
miums by an amount not less than $250,- 
000 per annum, such reduction to be ef- 
fective on and after September 1, 1919.” 











San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Surplus - ° « ‘ ‘ 

Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Lesses Paid by Baltimore Fire, 
—" : =. x Se 









UW. S. Cash Assets, Dec. 31, 1918 $17,083,985.30 


Liverpool 


4,880,795.09 
3,239,491.00 
1,427,290.00 


1,051,543.00 


no ondon 
am Globe 
Insurance Co. 


CIMICED 






Over 








$160,000,000.00 


Losses Paid in the United States 


HUGH R. LOUDON, Manager 
J. B. KREMER, Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 
80 William Street 
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Would Shoot “Pep” 
Into Association 





PRES. JARVIS’ RECOMMENDATION 
Suggests More “Meetings—Wants Or- 
ganization Made More Valuable 
to Members—Recalls Objects 

Retiring President Percy B. Jarvis, 
of the New York State Association of 
Supervising and Adjusting Fire Insur- 
ance Agents, in his address at the 
forty-seventh annual meeting of that or- 
ganization at Saranac Inn., N. Y., recent- 
ly, said in part: 

I rejoice in the privilege of calling 
you friends and I welcome you all to- 
day as my friends because no matter 
what our differences may have been in 
our business endeavors, here we meet 
as one big family following the tenets 
of the organization by casting aside all 
strife and forgetting our troubles. 

I am wondering what thought was up- 
permost in your minds as you wended 
your way to this room? Here is the 
motive I wish you to take away with 
you; ask yourself this question: 

How can the organization be made 
more valuable to me and my associates? 
Il urge you to give this question your 
best thought, that we may erect a fitting 
monument on the foundation laid by 
our charter members, which has stood 
without blemish through forty-seven 
years, and of whom it has ‘truly been 
said “They builded better than they 
knew.” 

In line with this idea I wish to bring 
to your careful consideration today the 
aims and objects of this organization. 
In my twelve years of membership I do 
not recall reference having been made 
thereto in any meeting (and I have at- 
tended them all) other than the one of 
good fellowship which I grant you is a 
most valuable one, and which, I am 
happy to note, has always obtained, but 
aside from our annual meetings little 
thought is given by our average mem- 
ber and benefits we might otherwise 
have secured, are lost. To my mind 
there are many advantages to be gained 
if we improve our opportunities. 

“Aim” of Association 

The original aim of this Association, 
when first organized, was to promote a 
friendly, social feeling between the field 
men, which would naturally arise be- 
tween them as they became personally 
acquainted, and through that friendship 
for one another promote a healthy and 
vigorous co-operation to suppress evil 
practices in underwriting. 

“Objects” of the Association 

First. To make use of every possible 
means within our power to educate our- 
selves in all departments of fire under- 
writing, disseminate the knowledge 
gained and aid materially in elevating 
the standard of the profession. 


Second. To impress upon our mem- 
bers the importance of dealing fairly 
and honestly with one another, thus 
avoiding all bitterness, jealousies and 
antagonism, and to abhor all trickery 


and deception, which invariably breed 
dissensions, and also bring the profes- 
sion in bad repute with the insuring 
public. 

Third. To encourage comity and fair 
practice in the adjustment of honest 
losses, both as between companies and 
the assured. 

Fourth. To educate agents to observe 
correct practice in writing forms of 
policies, surveys of risks, granting per- 
mits for extra privileges, the obtaining 
of adequate rates for hazards assumed 
and the observance of comity with one 
another, and the security of hearty and 
cheerful co-operation to secure needed 
forms. 

Our membership is largely the same 
as the Underwriters’ Association of New 
York State and some may think that 
organization consumes all the time they 
can spare and is all that is needed 
along these lines. To this I cannot 
agree. While in some respects the ob- 
jects may be the same, both have their 
functions to perform. The State Asso- 
ciation is a legislative body solely. 
Ours is intended as a social and educa- 
tional body. 

Much has been accomplished by the 
State Association in the past few years, 
particularly in the way of good prac- 
tices. Many sore spots have been healed, 
the spirit of co-operation is being shown 
more and more, and all seem anxious to 
“get aboard the band wagon.” The out- 
iook for the future is encouraging in 
this particular at least. 

But what of this Association? For 
three years there has been no meeting, 
much to be regretted but perhaps un- 
avoidable because of war conditions, 
and I very much fear that unless we 
take steps to rebuild, our houses will 
soon fall. That you feel the need of 
some kind of organization is shown by 
the field clubs which have sprung up 
at Albany, Syracuse and Rochester. 
Now, if sectional clubs are of value, why 
does not the same hold true for the 
state as a whole? I, therefore, suggest 
that this Association hold one or more 
meetings through the year other ‘than 
this, our annual meeting, preferably at 
Syracuse, on the evening previous to 
Association meeting when it will be 
convenient to all to attend, at which 
time we might also have a feed. 

In another part of this issue will be 
found “snap-shotted” personalities in at- 
tendance at forty-seventh annual meet- 
ing of the “Old” Association. 





EUGENE J. McGIVNEY RECOVERS 

Lieut. Eugene J. McGivney, who was 
stricken with pleurisy while in France, 
has recovered and returned to this 
country. Lieutenant McGivney is the 
brother of J. J. McGivney, well-known 
marine underwriter. Lt. McGivney went 
to France with the 77th division as a 
private and was commissioned in 
France. After fighting with this divi- 
sion the need for officers caused him to 
be transferred to the 33d division, and 
he was subsequently removed to the 
32d, and then the 89th division. 


HARRY F. MOWEN ILL 
Harry F. Mowen, who has been with 
the Home for more than twenty-five 
years, is confined to his home with eye 
trouble. It is understood that only one 
eye is affected. 
























LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
INSURANCE 












1 LIBERTY STREET 


JERSEY CITY, N. J. 
Montgomery St. 
Tel. 216 Montgomery 


Telephone John 2612 


LOCAL OFFICES 


BROOKLYN, N. Y. 
153 Remsen St. 
Tel. 2504 Main 


NEWARK, N. J. 
%15 Clinton St. 


NEW YORK 
Tel. 614 Mulberry 


“The Leading FIRE INSURANCE Co. of 


L819 


America” 


WM. B. CLARK, President 
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VALUABLE TO ANY AGENCY ae. 


No overhead writing. Attractive advertising matter tot “bee 5. 
Helpful suggestions from Field Force and Home Office. Up:to-date 
supplies, excellent in quality aud appearance. Satisfactory line. 
facilities. Safe and dependable protection. Prompt and equitable’ 
fa adjusiments. Cash Capital, $1,000,000. Policy Holders’. Surpl 
$1,824,414. Assets, $5,274,000. Writes Fire, Windstorm, Explosion, ° 
Riot and Civil Commotion, Rent, Profits; Leasehold, Use and Occu- 
pancy, Sprinkler Leakage and Marine Insurance. Displays a sincere’ 
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joying these advantages. 
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Mcllwaine Gets 
Law Union & Rock 


SUCCEEDS HALL & HENSHAW 





To Handle Company, With London & 
Lancashire, Orient and Safeguard 
From Hartford 





A. G. McIlwaine, Jr., United States 
manager of the London & Lancashire 
Fire, and president of the Orient In- 
surance Company, of Hartford, the Safe- 


guard Insurance Company, of New 
York, and the London & Lancashire 
Indemnity, of New York, is to become 
United States manager of the Law 
Onion & Rock, the ownership of which 
company was recently obtained by the 
London & Lancashire. 

Hall & Henshaw, of New York, retir- 
ing United States managers of the com- 
pany, will be retained as New York 
metropolitan agents, The Western and 
Pacific Coast departments will be han- 
dled in the present departmental offices 
of the London & Lancashire. 

The Law Union & Rock has been 
transacting business in the United 
States since 1897. Its last United 
States statement showed admitted as- 
sets, $1,420,948; liabilities except capi- 
tal deposit, $622,228; capital deposit, 
$338,000; net surplus, including capital 
deposit, $798,720. The Law Union & 
Rock was established in 1806. 

Popular Executives 


A. G. McIlwaine, Jr., and H. W. Gray, 
Jr., who share in the management of 
the above splendid fleet of companies, 
are two of the most popular of insur- 
ance executives. The conduct of the 
office under their supervision has al- 
ways been on a plane, commanding the 
highest respect of their fellow company 
executives throughout the United 
States. 





NEW OIL SAID TO BE VOLATILE 


A special agent just returned from 
Maryland reports that there is a new 
automobile oil in use, ‘the handling of 
which greatly increases the garage haz- 
ard. This oil is called “Alco,” and the 
component parts are gasoline, kero- 
sene, benzole or acetone. While the 
formula is supposed to be a secret fire 
insurance men believe the oil to be 
volatile. The greatest hazard is in the 
handling. The oil is brought to the 
garages in steel drums and carried from 
there to the cars. Instead of putting it 
into a pump like gasoline, it is trans- 
ferred to the cars by hand. As it is 
volatile it would impregnate the air 
when exposed, as much if not more so 
than gasoline. It is reported to decrease 
the carbon deposit in the cylinders be- 
cause of the ether in it, but the fire in- 
surance special agents are recommend- 
ing an investigation in connection with 
the handling of it. 





SOUTH ENJOYING PROSPERITY 


A prominent New York fire insurance 
underwriter just returned from the 
South, says that he thinks that the 
South is enjoying an era of prosperity 
which is probably greatest in its his- 
tory. He says that manufacturing and 
agricultural industries seem to be mak- 
ing and spending a great deal of money. 
While there is probably less cotton be- 
ing sold than in former years, the 
price is such that it is more profitable, 
There are indications that building will 
soon be normal down there and several 
large northern manufacturers have al- 
ready made plans to manufacture their 
product down South, It appears to 
this underwriter that for several years 
to come the North will be pouring its 
money into the South. 


FLYNN NEW JERSEY SPECIAL 

Lieutenant George W. Flynn has re- 
turned from service and has been ap- 
pointed special agent assisting State 
Agent E. E. Ikier, of the New Jersey 
Insurance Company, in its home state. 
Lieut. Flynn was formerly special agent 
for the company in South Carolina. 








Tips For Insurance Clerks 
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One of the important means which 
underwriters have of keeping informed 
as to the physical characteristics of 
certain risks is by means of surveys. 
These surveys are issued every so often 
by the different bureaus throughout the 
country. They are generally in the 
form of charts, with various colors to 
indicate the construction and materials 
used. It is of utmost importance that 
surveys of large risks or of those not 
showing on the map be filed so that 
the examiner can locate them without 
trouble. For the protection of the sur- 
veys it is advisable to enclose them in 
pasteboard folders. Each folder should 
be given a separate number. Then who- 
ever has charge of this work should see 
if the same risk shows on the map, and 
if it does a corresponding number 
should be put on the map. Where the 
risk does not appear on the map, the 
vider number must be entered in a 
book in alphabetical order, according to 
the name of the assured. These folders 
should then be filed away according to 
number. Bearing in mind the need of 
these surveys it is advisable to change 
the entry number when there is an as- 
signment or change in the assured or 
owner. Then when an examiner is 
looking for a survey he has but to as- 
certain if it shows on the map or not. 
If it does he can get the survey number 
from the map, and if it does not show 
he can then look it up by the name of 
the assured in the record book. 





FACTORY WAGE AVERAGES 


The average weekly earnings of New 
York factory workers in June by in- 
dustrial groups are as follows: Stone, 
clay and glass, $24.19; metals and ma- 
chinery, $25.16; wood manufactures, 
$20.75; furs, leather and rubber, $22.16; 
chemicals, oils and paints, $22.44; paper 
manufacture, $25.84; printing and paper 
goods, $23.71; textiles, $17.89; clothing, 
$18.82; food, liquors and tobacco, $21.25; 
water, light and power, $26.53; all in- 
dustries, $22.51. 





RETURNS FROM S&S. E. U. A. 


MEETING 

Walter F. Alley, general agent for 
the Southern department of the North 
British & Mercantile Insurance Co., has 
returned from a meeting of the execu- 
tive committee of the South Eastern 
Underwriters’ Association. The meet- 
ing was held principally to dispose of 
routine affairs that had been left over 
from the last meeting in January, at 
the Grove Park Inn, Ashville, North 
Carolina. 





FIGHTING SURCHARGE IN 
MICHIGAN 


A petition has been filed in the Su- 
preme Court for a pre-emptory manda- 
mus for fire companies operating in 
Michigan to show cause why the tem- 
porary injunction granted by the Circuit 
Court restraining the insurance commis- 
sioner from enforcing his order to cease 
collecting the ten per cent surcharge 
should not be vacated. 





RAILROAD MUST PAY 

The Court of Appeals has confirmed 
the judgment granted by Justice Crouch 
under which fire companies will recover 
from the New York Central Railroad for 
the loss by fire in the Globe Malleable 
Iron & Steel Company works seven 
years ago when a train held up the fire 
apparatus. The judgment obtained is 
for $51,000 and costs. 





AUTOMOBILE QUESTIONS UP 

Alleged infractions of the rate and 
commission rules on automobile busi- 
ness in Western territory has resulted 
in a special meeting of the executive 
committee of the Western Conference 
this week. Manager Richards, of the 
National Conference, attended the 
meeting which was held in Chicago. 
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Royal Exchange Assurance 


LONDON, ENGLAND 


RICHARD D. HARVEY 


United States Manager 














Net Surplus 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 





Firemen’s Insurance Co., Newark, N. J. 


January 1, 1919 
a dccunnueuenes 
cca ad $2,246,144.00 
SURPLUS TO POLICYHOLDERS. $3,496,144.00 


eee 


DANIEL H. DUNHAM, President 


_ .$1,250,000.00 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 





HILL RETURNS FROM FRANCE 

Landon Hill, formerly special agent 
for the New York Underwriters, in the 
territory of North Carolina, has _ re- 
turned from France. Mr. Hill was in 
the fifth division and the 60th regiment 
of infantry. He left for France in 
the spring of 1918 and was made a first 
lieutenant. 
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$500,000 


Represent 
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“STRONG AS THE STRONGEST” 


The Northern Assurance Go, 
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Fire, Explosion—Riots, Civ 
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Statement, January 1, 1919 


ASRCtE occccccccccocceccooeccesse 462,182.24 
Liabilities ccccoccccccccccccoose _1,645,684.41 
Surplus in United States...... 816,497.83 
Total losses paid in United 

States from 1874 to 1186, 


SNE a cacanunevennecsoanes $26,197 ,$32.58 
W. B. MEIKLE, Pres. & Gen. Mgr. 
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Young Men Doing 
Old Men’s Work 


CONDITIONS NEARLY NORMAL 
Observations of J. McMillan Hamilton, 
of Wade & Hamilton, Inc., Brokers, 
While Abroad 


J. MeMillan Hamilton, of the firm of 
Hamilton & Wade, Inc., has just re- 
turned from England, and 
some interesting observations as to the 
manner in which English underwriters 
conduct their business. He states that 
at present they are rapidly approach- 
During 


has made 


ing their normal state again. 
the war they were handicapped by hav- 
less inexperi- 


ing to employ more or 


enced help. 

A remarkable change in the treatment 
of employes is seen in the fact that the 
English are getting away from the idea 
that every man must undergo training 
for a long time before being qualified to 
pass business. This change is due 
largely to the necessity caused by the 
war. 

Many of the men who have been 
working all through the war are now 
nervous wrecks, and the oo are 
anc 


giving these men vacations, are 
re-employing men who were in tne 
service. Mr. Hamilton finds that the 


average wage in England is higher than 
before the war, and young men are do- 
ing the work formerly done by older 
men. ; 
Despite the fact that the English 
companies were compelled to pay enor- 
mous taxes to the government, the 
amount of war risk business they have 
written has made it possible to make 
money. ; 
During the war the companies re- 
fused to write many classes because of 
the inexperienced help they had to em- 
ploy. The assistance that business re- 
ceives from the government in England 
enabled them to pull through success- 
fuily, ; 
Mr. Hamilton notices a difference in 
the way underwriting is carried on in 
this country and the way it is done 
in England. In this country the under- 
writers are assisted by numerous rules, 
regulations and experience, while in 
England it is-:largely up to the indi- 
vidual underwriter to use his own judg- 
ment in deciding whether or not he 
will carry a risk and if so how much. 
This seems to develop the fire under- 
writer into a highly specialized expert, 
instead of having the whole company 
so organized. 
Mr. Hamilton says that tae Lloyds 
have made more money than ever be- 
fore. 


MAYFARTH MAKES CHANGE 

Henry A. Mayfarth has resigned as 
treasurer and assistant general mana- 
ger of the National Automobile Mutual 
Casualty Co., of 80 Maiden Lane, New 
York City, to take the management of 
the automobile department of the World 
Underwriters Agency, Inc., of 59 Maiden 
Lane, this city. Mr. Mayfarth is an 
automobile underwriter of considerable 
experience, and is well known on the 
Street. Mr. Mayfarth assumes his new 
duties August Ist. 








COMPANIES DENIED WRIT 
The fire companies in Oklahoma have 
applied to the Supreme Court for a writ 
of supersedeas on the order of the 
State Insurance Board, disallowing the 
ten per cent war surcharge. This ap- 
plication has been denied. 





WAREHOUSE LIST READY 

The Central Fire Office, 80 Maiden 
Lane, has for distribution a revision of 
listed public storage warehouses in 
Manhattan, Bronx, Brooklyn, Staten Is- 
land and Hoboken. The list has been 
brought up to May 1, 1919, and is re- 
vised by the Bureau of Surveys of the 
New York Board. 


AT ALBANY FIELD CLUB MEETING 





Front row, left to right—J. Lambert, Underwriters’ Association; Walter Roberts, S/A, North British & Mercantile; 
Geo. Brinley, S/A, Hartford; R. F. Van Vranken, S/A, Home; L. C. Breed, S/A, National of Hartford; J. B. Dacey, 


S/A, Boston; T. C. Naulty, D/S, Underwriters’ Association; Albert Davis, Underwriters’ Association. 


left to right—I. F. Small, Adjuster; Geo. Krank, S/A, Hanover; Henry Lesch, S/A, Sun; H. H. Kraemer, S/A, 


, 


Second row, 


Continental; M. A. Kunzinger, General Adjustment Bureau; A. J. Bates, S/A, New York Underwriters; F. Lyons, 
Megr., Niagara, Newark Office; Geo. Lyon, S/A, Ins. Co. of N. A. Third row, standing, left to right—F. N. Smith, 
S/A, Fidelity-Phenix; Walter Roberts, S/A, Auto Dept. Hartford Fire; J. E. Carothers, S/A, Phoenix of Hartford; 
R.A. Ferson, S/A, Hartford Accident & Indemnity; R. Kelton, Underwriters’ Association; W. W. Lenox, Mer., 
General Adjustment Bureau; B. H. Hegener, S/A, Home; A. Birchenough, S/A, New Hampshire; C. H. Smith, S/A, 


L. & L. & G.; 


J. H. Perry, S/A, Globe & Rutgers; Frauk Kelley, Underwriters’ Association; D. N. Iverson, S/A, 


National Union; C. Tillotson, Underwriters’ Association; Jos. Mayers, S/A, Niagara; David Cavert, Underwriters’ 


Association. 


SEVERAL PLANS CONSIDERED 


Before voting last week for two auto- 
mobile agencies in Philadelphia, the ag- 
ents discussed the single agency prop- 


osition and voted it down conclusively. 
The first and second agency proposal 


came next. This provided that the 
second agency should be on reduced 
commission and report through the 


first agency. There was strong opposi- 
tion to this plan. Likewise a plan for 
three agencies, similar to that in use 
by fire companies, was voted down. 


William J. Hunt, who has been in the 
hospital for several weeks with a bad 
case of appendicitis, is reported out of 
the hospital, and on the road to recov- 
ery. Mr. Hunt is in the improved risk 
department of the Niagara and is man- 
ager of the Niagara baseball team. 








COULD COVER RENTS 


Lines of Business Agents and Brokers 
Might Write if More Interest 
Were Created 

Attention is being directed to the 
peculiarity existing among agents in re- 
gard to writing certain classes of busi- 
ness. Fire insurance examiners claim 
that when an agent gets a line on a 
building, in many cases he makes no 
mention of the kindred lines that his 
ompany will write. For example, an 
agent might get a fire line on a build- 
ing, and never think to ask for the 
rent, or tornado insurance as_ well. 
These other classes would probably be 
handled by the same company to whom 
he would give the fire line. The rates 
on both these classes make them a de- 
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sirable as well as lucrative source of 
income to any agent who will make a 
drive for them. Just why this condi- 
tion obtains is not known. In some 
cases it is just lack of knowledge and 
interest on the part of the agent. Others, 
particularly old agents, look upon it as 
rather new fangled and therefore com- 
plicated. Still others have not received 
sufficient information on the subject 
from their companies to make them 
conversant with the handling of it. In 
this part of the country rental insur- 
ance, rather than tornado, ought to and 
does appeal to property owners if it is 
properly presented. Several of the larg- 
er companies are considering some 
move to secure insurance on these 
classes. Many underwriters think that 
circularization will be resorted to in 
case the agents do not show an in- 
creased interest in and desire for this 
business. This condition obtains more 
among small-town agents than in the 
big cities where the agents have more 
facilities at their disposal for obtain- 
ing information and advice on the sub- 
ject. In New York City quite the re- 
verse is found to be true. The brokers 
and agents, brokers particularly, are al- 
ways interested in any new or additional 
source of revenue. 


IDLE MACHINERY UNPOPULAR 

Fire insurance examiners are scruti- 
nizing closely any risks offered on ma- 
chinery stored in a vacant building. The 
examiners think that there is a decided 
moral hazard involved, when the owner 
cannot rent or sell the property. An- 
other undesirable feature is that unless 
closely watched the machinery will de- 
teriorate and cause difficulty in adjust- 
ing in event of loss. This attitude also 
applies to machinery in an idle plant 
under the same conditions. 





GISSEL RETURNS TO PHOENIX 

After having been in France since last 
October Herman Gissel, of the Phoenix 
of London, has returned to this country. 
Mr. Gissel was in the 29th Engineers 
Division of General Headquarters. Be- 
fore going over he was an examiner for 
the Southern department of the Phoenix 
and it is understood that he will resume 
his old position. 





Henry Evans has resigned as a direc- 
tor of Cuba Cane Sugar Corporation. 
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Casualty Renewals 
Question Aired 


STATUS OF MONTHLY BUSINESS 








Official Organ of Agents’ Association 
Replies to President Hamilton of 
Health Conference 





Commenting on the letter addressed 
to members of the Health & Accident 
Underwriters’ Conference by its presi- 
dent, Isaac Miller Hamilton, on the 
ownership of casualty expirations, the 


American Agency Bulletin will say this 
week: 


“The Bulletin hastens to reassure 
President Hamilton and to express the 
hope that the alarm he has sounded 
among his members will have no effect 
more serious than the irritation they 
may feel at so much noise over noth- 
ing. The kind of agents to which he 
alludes are not the kind the National 
Association is representing. The word 
agent has innumerable applications and 
indicates a wide variety of persons. 
Solicitors for weekly or monthly prem- 
iums on small accident and health pol- 
icies are not the persons we had in 
mind when we used the term ‘agent’ 
in our circular letter of July 2. This 
avowal, we assume, acquits us of any 
intentions to interfere in any way with 
the comfortable arrangement described 
by Mr. Hamilton as the one under which 
industrial agents work, i. e.: ‘Business, 
once placed upon the books of an in- 
surance company, is the property of an 
insurance company and not the prop- 
erty of an agent,’ 

“With this explanation we feel sure 
that Mr. Hamilton will agree that in 
so far as the interests of the members 
of tue Health & Accident Underwriters’ 
Conference are concerned, ‘this very 
important matter’ is not so very im- 
portant after all.” 

Views Expressed 

In the Association’s letter of July 2 
appears this: 

“The National Association is commit- 
ted to the principle that the business 
procured and accumulated by a local in- 
surance agent is in every essential par- 
ticular the fruits of his labor, the future 
use and enjoyment of which is not im- 
paired by any alteration which may 
subsequently occur in the relations be- 
tween the agent and his principal.” 

Mr. Hamilton says in his letter to 
Conference members: 

“My understanding is that the Con- 
ference companies are directly opposed 
to the views of the Association and 
they hold that the accident and health 
business, once placed upon the books 
of an insurance company, is the prop- 
erty of an insurance company and not 
the property of an agent. I am ventur- 
ing to call the attention of the members 
of the Conference to this very impor- 
tant matter, with the hope that so do- 
ing may help in preventing the foster- 
ing or dissemination of any erroneous 
ideas as to the proper ownership of 
such business.” 


How Question Developed 


Ownership of casualty renewals has 
been a live subject within the National 
Association of Insurance Agents. Dis- 
cussions took place at the annual meet- 
ing and at the mid-winter conference. 
Later on the secretary of the Associa- 
tion was instructed to communicate 
with the casualty companies to ascer- 
tain their position and, if possible, se- 
cure an understanding with them 
through which the renewals of agents 
would be protected. 

- For many years an agreement cover- 
ing this important point has existed 
between the members of the National 
Association and leading fire companies. 
The number of companies subscribing 
to the agreement has increased annu- 
ally and the list, under the head “Co- 
operating Companies,” is published in 
the Bulletin at irregular intervals in 
order that agents everywhere may 
identify the companies subscribing to it. 
Replies to the Association’s letter 


are still coming from casualty com- 
Panies. 
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Enemy Alien Property Custodian’s 
Office Makes Ruling Affecting 
Insurance Companies 





The enemy alien property custodian’s 
office has made it known that the dis- 
position of former enemy property now 
in the hands of the custodian or in 
litigation for possession will be carried 
out along the same lines as if the blan- 
ket trading license given by the War 
Trade Board had not been issued, or 


the peace treaty on the ownership of 
enemy alien property in this country 
had not been signed, and that clear 
title will be given purchasers under the 
authority of the trading with the enemy 
act. One of the effects of this ruling 
is that enemy concerns cannot repur- 
chase their former property. 


PAID FOR LOSSES 


$105,437,708.58 
@TATEMENT JANUARY 1, 1919 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


15,231,512.92 


NET SURPLUS 


10,6 19,509.09 
30,851,022.01° 


*Includes $134,574.96 Excess Deposit in Canada 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3lst, 1918 





G. R. HESS VISITING NEW YORK 

George R. Hess of Chicago, of George 
R. Hess & Co., is in New York. Mr. 
Hess plans to stay in this city for about 
a month or more. 





The Northern Underwriting Agency, 
Inc., has added to its list of companies 
the Hudson. 





The Bankers & Shippers of New York, 
has entered Minnesota. 





United States Government Liberty Loan bonds owned 
by the Company exceed its entire capital stock of 
$5,000,000—a striking indication of true patriotism 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H, SAGE, Gen'l Mgr. 
INGRAM & LERCH, Managers 


The New York National has 


with- 
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An experienced accountant hav- 
ing a good volume of Marine and 
Fire business desires to represent 


a reliable Fire and Marine Company 


in Boston, Mass. 
76 West Monroe St., Chicago, Il. 


Confidential. Address ; Boston Office 
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Pacific Department 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 





Marine Department 


WM. H. McGEE & CO., Gen’! Agta. 
15 William Street, New York City 
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MARINE DEPARTMENT 











Dangers of Every Form Confront 
Underwriters as They Continue the 
Business of Marine Insurance 


For the past year in these columns 
there has been appearing warnings from 
us to marine underwriters, especially 
to the newer companies engaged in the 
business of marine insurance, that the 
policies which they have been pursuing 
of accepting business at extremely low 
rates regardless of the terms and con- 
ditions under which the business was 
offered, that they were flirting with a 
very dangerous and hazardous business 
and some day in the near future they 
would learn a severe lesson. 

It was reported last week that a very 
serious storm occurred on July 12th at 
the harbor of Valparaiso, sinking three 
tYerman vessels, flooding and destroy- 
ing the docks and that over one hun- 
dred lighters were totally lost and de- 
stroyed. It is not known at this par- 
ticular writing whether the lighters 
were all loaded with merchandise, but 
it is definitely known that the steamer 
“Santa Luisa,” which arrived at Val- 
paraiso July 10th, had discharged her 
cargo in lighters which lighters and 
cargo were wrecked on the rocks and 
totally destroyed. It is not known 
whether the entire cargo of the Santa 
Luisa was discharged as it is very un- 
likely that the vessel had _ sufficient 
time to discharge all her cargo. Fortu- 
nately the vessel was towed behind the 
breakwater and escaped destruction. 


It is also known that lighters with 
cargo for the steamer “Cacique” were 
destroyed; also cargo on lignters ex the 
Japanese steamer “Anyo Maru” from 
Japan via the West Coast of South 
America for San Francisco, was also 
destroyed. 

It is also reported that lighters with 
about 30,000 tons of nitrate were lost 
and destroyed. If this report is cor- 
rect, nitrate being valued at $80 per 
ton, it would make a loss of $2,400,000 
to nitrate underwriters. 

There are at present three large 
nitrate importing firms in the United 
States, Messrs. W. R. Grace & Co., 
Wessel Duval & Co. and Dupont Powder 
Co. Originally the first two accounts 
were written excluding the risks of 
lighterage; the Dupont Powder Co. ex- 
cluded this feature and at this writing 
it is not known whether it has been 
included in recent years or not. 

The nitrate business has always been 
a very unprofitable business. English 
underwriters had severe losses some six 
years ago and the rates materially in- 
creased. Business was placed in the 
New York market and for a period of 
two years during the war, showed a 
very handsome profit, business having 
gone fairly well with the exclusion of 
the lighterage and craft risk. Then the 
new market developed and it was a 
very easy matter for brokers controll- 
ing this class of business to reduce the 
rate %4 per cent under the rate fixed by 
the older and experienced underwriters. 
After this reduction in the rate had oc- 


curred, the first mentioned accounts 
thought it well to have their lighterage 
and craft risks included by paying the 
% per cent additional, thereby giving 
the new underwriters the risk including 
the craft and lighterage risk at the 
rates which the older underwriters re- 
ceived excluding these features and this 
disaster, if reports are correct, will 
prove conclusively that a lack of ex- 
perience in writing this class of busi- 
ness will be a costly one to the com- 
panies which they represent. 

In fact the rates on general merchan- 
dise being shipped to the West Coast 
ports have been reduced considerably 
in the past two years by underwriters 
who have not had the experience of in- 
suring merchandise to these West Coast 
ports and who are not aware of the fact 
that the lighter and craft losses are 
very serious, without regard to the ex- 
tremely heavy losses which they are 
called to pay for, including the risk of 
theft and pilferage. 

There is also reported the loss of 
about seven lighters which were owned 
by Messrs. W. R. Grace & Co. and 
which were insured in this market at a 
value of $9,000 each. 

There must have been an enormous 
amount of other merchandise on the 
wharf such as wool, hides, cocoa, min- 
erals and other commodities which are 
usually shipped from Valparaiso to New 
York, awaiting arrival of steamer space 
and inasmuch as the original newspaper 
reports from this port estimated the 
total damage done by this storm at 
$20,000,000, it is safe to assume that at 
least $10,000,000 of this loss will fall 
upon marine underwriters. 

In view of the numerous heavy other 
losses which have been sustained by 
marine underwriters on hulls, cargo and 
lake business for the year 1919, the re- 
port of this disaster ought to put the 
fear of God in some of the underwriters 
who are continuing to hazard the as- 
sets of the companies which they rep- 
resent by following a policy which on 
the face of it and from past experience 
is suicidal and if this disaster, when 
the extent of same is known, has not 
the effect of reforming rates and under- 
writing conditions in New York, then 
no other calamity can occur which will 
produce the same, unless it will be the 
absolute exhaustion of the assets of the 
companies which are following the un- 
conservative method of conducting the 
business of marine underwriting. 


OBSERVER. 





“JERRY” GOING TO CHICAGO 


“Jerry” Hartnett, head of the New 
York branch of George R. Hess & Co., 
is going on a business trip west. “Jerry” 
plans to be gone about a month and to 
spend the greater part of that time at 
Chicago. The office will be in charge of 
George R. Hess, head of the company, 
who is now visiting New York. 
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AGENTS and BROKERAGE ACCOUNTS 
SOLICITED 
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The Bankers and Shippers Insurance 
Company of New York 


Statement of Assets and Liabilities, March 31, 1919 





ASSETS 
United States Bonds.$2,050,000.00 
Other Investments 414,699.17 
RE. cee wee aseieewin ae 122,947.40 
Agents Balance...... 10,599.61 
Accrued Interest..... 9,482.22 
$2,607,678.40 


LIABILITIES 
Capttel .cccccccccess $1,000,000.00 
Surplus ............. 1,000,000.00 


Reserved for Un- 
earned Premiums... 5,951.88 
Special Reserve Fund 601,726.52 


$2,607,678.40 





MARITIME UNDERWRITERS AGENCY, Inc. 
GENERAL AGENTS 


1 South William Street, New York 











Experience, Facts and 
Logic Versus Verbiage 


In one of the New York insurance 
papers, “The Lookout” takes exception 
to certain principles and practices in 
marine insurance underwriting as ex- 
pressed by “Observer” in The Eastern 
Underwriter. In the issue of July 11 
there was an article on cotton insur- 
ance. Our contemporary speaks of a 
“pool” to write cotton insurance. It is 
regrettable that the statement should 
have been made that a group of well 
managed and law abiding companies 
have entered into an illegal combina- 
tion. It is well known that it is con- 
trary to the anti-trust laws of many 
states, especially Texas, to enter into 
a pool for any class of business, in- 
surance or otherwise. It is incorrect 
to say that a new pool has been formed 
by companies engaged in business in 
nearly every state and operating in ac- 
cordance with the laws of all the states, 
The companies referred to do not op- 
erate that way and the term “pool” is 
inappropriately used in designating 
them. By this designation an old and 
reputable reinsurance organization is 
accused of violating the laws of the 
states in which its members are op- 
erating. 

“The Lookout” also takes exception 
to various published articles, tabula- 
tions and records indicating that the 
loss experienced in marine insurance 
has been heavy and the outlook is not 
altogether bright. No effort is being 
made to discourage marine insurance 
companies nor to dissuade new capital 


from entering that field. What we have 
tried to do is call attention to the nu- 
merous and heavy losses which, by the 
way, are admitted even by “The Look- 
out.” Also to bring to the attention of 
underwriters the present pernicious 
practice prevailing in the New York 
market of allowing brokers to dictate 
terms and conditions on which business 
shall be accepted. These terms have 
during the past year been shown to be 
unprofitable and our object is to warn 
the less experienced underwriters to 
pursue a policy of conservatism. 

Many times we have claimed that 
there are ample opportunities for 
American capital in the marine insur- 
ance business, but have at the same 
time insisted that this capital should 
not engage in the business unless the 
affairs of the companies are in the 
hands of competent underwriters. 
What better news could be given to the 
principals interested in marine insur- 
ance than of the heavy losses incurred 
and doubtful practices in vogue, and 
sound a warning that rates and condi- 
tions must be improved ere it is too 
late. 

“The Lookout” makes this statement: 

“Losses are heavy, I admit, but there 
is no need for anybody to rub them in, 
and this continual harping on losses and 
referring to old claims will not make 
the underwriters eager to develop their 
business.” 

If continual harping on present losses 
and old losses will produce a policy of 

(Continued on page 23) 
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Calls George Gaston 
Commercial Wizard 


B. C. FORBES GIVES OPINION 








Says Man Interested in Marine Insur- 
ance Company Has Made Phenom- 
enal Record; Tribute to Stewart 





George A. Gaston, of Gaston, Williams 
& Wigmore, chairman of the board of 
the American Merchant Marine, which 
bought the old Delmonico Building and 
changed it into Merchant Marine House, 
has lived a commercial romance, which 
has rarely been equalled, according to 
B. C. Forbes, the financial writer who 
tells Mr. Gaston’s story in this month’s 
“American Magazine.” Mr. Gaston was 
the mainstay of the Allies in supplying 
them early in the war with motor 
transportation. He is one of the great- 
est merchandise exporters in the United 
States; and he is some figure to be 
reckoned with in marine insurance. Mr. 
Gaston was born in East Liverpool, 
Ohio, and entered Western Reserve Law 
School because he thought law would 
help him in the business world. He was 
a college athlete, an athletic coach and 
a master in a boys’ school. His first 
business venture was an interest in a 
small plant manufacturing motor ve- 
hicles. When in his twenties he became 
president of a steamship company. By 
the time he was thirty he was a man of 
large affairs, extensively interested in 
Great Lakes shipping and in shipbuild- 
ing; and with automobile interests. 
Then he spent a year traveling, study- 
ing foreign trade conditions. The re- 
sult of this trip was his remarkable 
achievement in supplying Great Britain 
with motor trucks at a time when ‘the 
feat seemed impossible. Gaston, Wil- 
liams & Wigmore dug up the trucks, 
the ships and the mechanics. Later, he 
did the same thing for Russia. 

Within a year after the formation of 
Gaston, Williams & Wigmore, Inc., the 


volume of export business handled 
reached $1,000,000 a week. 
B. C. Forbes asked Gaston: “Wasn’t 


the direction of your mammoth export 
and import business quite enough to 
keep you busy; how did you come to 
branch out in a large way into owner- 
ship of ships, into marine insurance, 
and into banking?” 

“It was perfectly logical,” Mr. Gaston 
explained. “Every foreign trade prob- 
lem contains three factors. and in the 
last analysis they are the most impor- 
tant factors we need consider. They 
are indicated by the cryptic symbols 
C. I. F., which spell the commercial 
word “Cif” which stands for Cost, In- 
surance, and Freight. Ships are essen- 
tial to deliver the goods. Therefore, 
we acquired ships of our own. We 
formed an allied company, the Globe 
Line, which owns a fleet of vessels plying 
between this country and all parts of 
the world, and in addition to ships 
owned, many others are under charter. 

“In shipping merchandise an impor- 
tant and indispensable item is marine 
insurance.’ Marine insurance is prac- 
tically all in the hands of British com- 
panies. I reasoned that with the ex- 
Penditure of several billions of dollars 
for ships by our Government, there 
would be a wide field for a marine in- 
surance company of American parent- 
age. Therefore my next step was the 
formation of such a company. Its suc- 
cess has succeeded all expectations, and 
as Chairman Hurley of the Shipping 
Board stipulates in his plan for the fu- 
ture use of the government-built ships 


that they should carry insurance with 
American companies, the growth of this 
business has not yet really begun.” 


Mr. Gaston is frank in giving credit 
to those of his associates who have aid- 
ed him so materially in achieving suc- 
cess. He believes that the men who do 
the actual work should receive due 
recognition, hence his statement that 
Cecil P. Stewart, long recognized as one 
of the most astute marine insurance 
men in America, and also president of 
the marine insurance company formed 
by him, is entitled ‘to credit for the 
progress made by it. 


But let Forbes quote Mr. Gaston 
again: “In conducting business with 
foreign countries it is often necessary 
to grant long-term credits, to discount 
bills, to deal in large amounts of foreign 
exchange and to transact other banking 
operations. Wasn’t it natural for me, 
then, to form a financial institution to 
assist in taking care of such business, 
not only for Gaston, Williams & Wig- 
more, Inc., but for hundreds of other 
concerns? The need for such a bank 
was very quickly demonstrated, for in 
less than one year every dollar of or- 
ganization expense, equipment, vaults, 
ete., had been paid for out of profits 
and a surplus equal to ten per cent on 
the entire capital stock had been 
earned.” 





AIRCRAFT NOT INSURED 


Advices from Chicago are that no 
insurance of any kind was carried on 
the airship that fell there causing the 
death of 11 persons and injuring 28 
others. Neither does there appear to 
have been any special insurance on 
the five passengers. The employes of 
the bank in which the dirigible fell are 
insured under a group life policy in 
the Equitable. The injured are cov- 
ered under the compensation act. The 
Goodyear Company, which owned the 
machine, admits liability and will seek 
settlements. 


Tax on Unauthorized 
Insurance Policies 


TREASURY DEPARTMENT RULING 








Broker and Agent Held Equally Liable 
For Tax; Law Includes Co- 
partnerships 





The Treasury Department has an- 
nounced that the stamp tax obligations 
on unauthorized insurance, as provided 
for in the Federal war revenue law, are 
now going to be enforced and the provi- 
sions for their enforcement have been 
formulated in instructions just issued by 
the Treasury Department. Such policies 
are subject to a 3 per cent tax on 
premium. 


The new tax regulations show that 
property owners in this country who 
have in their possession unauthorized 
insurance, covering marine, transnorta- 
tion, fire, tornado, windstorm, bombard- 
ment, invasion, insurrection or riot haz- 
ards, must have the stamps affixed to 
the policy if it was issued subsequent 
to April 1, 1919. The broker or agent 
issuing the policy or negotiating the in- 
surance is held equally liable for the 
proper affixing and cancellation of the 
stamps. 

While the regulations specifically ex- 
cept stamp tax requirements for un- 
authorized insurance covering on com- 
modities actually in process of exporta- 
tion, it provides that where property 
insured is both for export and non-ex- 
port the collection of the stamp tax 
will be enforced. 

Specifies “Insurer” 

The regulations require that the first 
instrument that creates or confirms a 
contract of insurance in a foreign com- 
nany shall he recuired to be stamped. 
The regulations do not use the words 
“insurance company,” but use the term 
“insurer,” and define that to include 
any person. copartnership, association 
or corporation. 
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While the stamp tax regulations do 
not apply to foreign property, they spe- 
cifically set forth that insurance on 
ships, vessels, barges or other similar 
movable property owned within the 
United States, which has been placed 
within unadmitted foreign insurers, 
shall be subject to the tax. 





WILL FEATURE AUTOMOBILE 





Phoenix of London Putting Department 
Under Fire Branch With George 
F. Kern in Charge 





August 1 the automobile department 
of the Phoenix of London will be taken 
over from the marine department, 
through which it has been operated for 
a number of years and handled by the 
fire office, of which Percival Beresford 
is United States manager. 

The automobile department will be in 
charge of George F. Kern, formerly 
superintendent of the automobile de- 
partment of the Royal at its New York 
office. Mr. Kern is thoroughly versed 
in the automobile insurance business, 
appreciates fully the needs of agents 
and brokers, and is a tireless exponent 
of “Service.” He is also keenly inter- 
ested in autonfobile insurance from a 
constructive standpoint and is at the 
present time a member of the execu- 
tive committee of the Eastern Automo- 
bile Underwriters’ Conference. 

Under Mr. Kern’s guidance, and with 
the assistance of the extensive fire or- 
ganization and field force of this large, 
aggressive and progressive company, 
fhe further and successful development 
of the “Phoenix” automobile business 
is assured. 





VOTES TO CONTINUE 





Western Automobile Conference Will 
Not Disband Because One Com- 
pany Would Withdraw 





Rather than follow the rules of the 
Western Automobile Underwriters’ Con- 
ference, and disband because one com- 
pany, the Automobile of Hartford, had 
given notice of withdrawal, the Confer- 
ence members have decided to continue 
the organization. Fred J. Sauter is to 
appoint a committee to secure, if pos- 
sible, the withdrawal of the Automobile 
of Hartford’s action. 

Conditions in the West have become 
demoralized because of competition, so 
a special meeting was called in Chi- 
cago, July 23. The Automobile of Hart- 
ford offered to withdraw because the 
British & Foreign Marine refused to 
retire from the Cadillac line in Cleve- 
land. 

The executive committee reported, 
reviewing numerous complaints and set- 
ting forth that these are more on ac- 
count of excess commissions than rate 
cutting. The Theft Bureau made a 
report of its activities. 





TO BE OCCUPIED BY MARINE CO’S. 

When the building at 51 Beaver 
Street is completed it will be occupied 
by the Washington Marine, for which 
the Oceanic Underwriting Agency is 
manager. The building next door, 53 
Beaver Street, which is also undergoing 
alterations, will be occupied by the Ma- 
rine Office of America. This office rep- 
resents the following companies: 
American Insurance Co., American 
Eagle Fire, Continental, Fidelity-Phe- 
nix; Fireman’s, Newark; Glens Falls 
and Hanover. 





HEYMANN, ARNOLD & CO. AGENTS 

The Old Colony Fire Insurance Co. 
of Boston has appointed Heymann, 
Arnold & Co. agents for Philadelphia. 
The firm consists of Roy A. Heymann, 
Jos. C. Heymann, Jos. Bernhard, and 
Albert K. Arnold, all popular in Phila- 
delphia fire insurance circles. 





J. H. DAVIS BACK WITH HOME 

John Henry Davis, of the compliance 
department of the Home, has returned 
to the office after having been home ill 
with gastritis. It is reported that Mr. 
Davis has recovered entirely. 
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Marine Rates Made 
Largely By Guess 


W. R. HEDGE BEFORE COMMITTEE 


No Profit on Marine Business—Does 
Not Want Standard Policy—Might 
Prove Boomerang 








In his statement before the subcom- 
mittee of the Committee on Merchant 
Marine & Fisheries, when asked to out- 
line the organization of the Bureau of 
War Risk Insurance, its activities, cost 
of administration, personnel, etc., inso- 
far as it related tothe underwriting mar- 
itime war risks, Colonel R. G. Chol- 
meley-Jones, director of the Bureau, 
said: 

“The Bureau of War Risk Insurance 
was originally established to write ma- 
rine and seamen’s insurance, war risk 
insurance, and not the regular marine 
insurance. 
, Growth of Bureau 

“We have to date insured under the 
marine insurance $2,067,112,116 worta 
of marine insurance. The premiums 
collected on that amount to $46,746,- 


409.33. The losses paid and pending 
amount to $29,940,795.59. The net profit 


on that marine business amounts to 
approximately $16,630,768.66.” 

Continuing, Colonel Cholmeley-Jones 
said: “The shipping board adopted the 
same advisory board as was had by 
the Bureau of War Risk Insurance, the 
commissioners being Hendon Chubb, 
William N. Davey and William R. Hedge. 
The rates and premiums were recom- 
mended by the advisory board and they 
were accepted. It was not compulsory 
that those rates be accepted,” 

W. R. Hedge, Statement 

Asked if he had any knowledge as 
to how those rates were arrived at, the 
chairman, Mr. Lehlbach, suggesting 
that on war risks they could not be 
based on experience but largely on 
guess, Colonel Jones said: “I would 
like to ask Mr. Hedge to answer that 
question.” Mr. Hedge said: 

“That is true, Mr. Chairman, of all 
marine rates. The act provided for 
three men experienced in war risks. 
None of us had lived through many 
wars, but we had very close figures kept 
and each month we figured out just 
exactly whether the Bureau was run- 
ning ahead or running behind, and we 
also had the market rates. Mr. Chubb 
and myself were running insurance 
companies and we knew what we were 
charging in our companies and what 
was generally being paid in the mar- 
ket We also knew what the British 
Government was charging in their 
rates, and, as a rule, what the French 
Government was charging. 

Many Merchants Prefer Private 
Companies 

“When we reduced rates tae market 
usually followed the reduction, but not 
altogether. Sometimes our rates were 
lower than the individual companies 
cared to write. The business was not 
all done by the Bureau as a great many 
merchants preferred to insure with in- 
surance companies that they had al- 
ways insured with and pay extra.” 

Asked how did the Bureau premiums 
compare with premiums of foreign gov- 
ernments, Mr. Hedge replied: “We 
were on an entirely different basis. 
The British Government started out 
with one rate, that is, they would cover 
the risk from Calcutta to London at 
the same rate they would take it from 
Havre to London. We made a rate 
from the United States Atlantic Coast 
to Great Britain and we had another 
rate ont to the'Far East, and we had 
a third rate down to South America. I 
think we had twenty odd different clas- 
Sifications and we graded the rates ac- 
cording to individual risk in each 
class.” 

Bureau Profit Offset by Agents’ 
Commissions 


It was suggested by Mr. Edmonds tuo 
Colonel Jones that his report would 


indicate that there is an enormous 
profit in marine insurance. Colonel 
Jones answered: “On the war risk part 
of marine insurance.” 

Mr. Edmonds continued, “Yet as a 
matter of fact, had you paid a commis- 
sion to agents as the marine insurance 
companies have had to do, you have not 
made any more money than would have 
covered that. In other words, if the in- 
surance companies had been writing 
this they would probably have paid to 
the agents ten per cent commission.” 

New Capital and Surplus $141,815,000 

Mr. Hedge stated that he could count 
up thirty-five new American companies 
which had gone into the marine insur- 
ance business since the beginning of the 
war, some of them brand new marine 
companies, but a great many of them 
are fire companies whose charters gave 
them the right to write marine insur- 
ance. The total capital and surplus of 
these new companies that have gone 
into the marine insurance’ business 
since 1914 amounts to $141,815,000. 


American Market Facilities 


Asked if he believed the existing in- 
surance companies handling maritime 
insurance risks were today strong 
enough, all the companies organized 
new as well as old, to absorb the risks 
here in the market on Americé in_busi- 
ness, Mr. Hedge answered: “When you 
say companies you mean strictly the 
American companies?” On being as- 
sured such was the case, Mr. Hedge 
continued: 


“On the highest valued boats I should 
say no, not quite. I figured up yester- 
day that the market afforded prior to 
the war to the American companies 
the total on one bottom, $1,300,000 as 
conservative, and I have figured as of 
today that the American companies 
would give up to $3,800,000. In case 
of necessity the American companies 
could carry great deal larger risks.” 
Illustrating, he said: “The Boston In- 
surance Company has assets of $11,- 
000,000 and it writes on an individual 


boat about $25,000 and $10,000 subsidi- 
ary, making a total of $35,000. ‘That 
we could increase in case of necessity.” 
Americans Must Necessarily 
Compete 

Asked if the marine insurance busi- 
ness in this country carried on by 
American companies is in a _ position 
successfully and profitably to compete 
with foreign companies, so that it would 
be able to attract whatever additional 
capital might be necessary to write 
ships under American registry and fly- 
ing the American flag, Mr. Hedge re- 
plied: 

“Of course American companies must 
necessarily compete with foreign com- 
panies. Illustrating, a man exporting 
leather for instance from New York to 
London, if the rate was 25 cents in 
America, and 20 cents in London, the 
ourchaser would object to paying the 
twenty-five cent rate. The goods would 
be sold f.o.b. Boston consignee, plus 
the market rate in London, or wherever 
the market was cheapest. When you 
come down to hulls the hulls are di- 
vided—a large proportion in this coun- 
try and a constantly increasing pro- 
portion in this country and the balance 
in London. The rate paid to London 
underwriters and the rate paid to New 
York and Boston underwriters is abso- 
lutely the same, but the American un- 
derwriters are under heavier expense, 
because they have their main office and 
branch offices and they have to pay 
larger salaries to their agents.” 

No Profit in Marine Business 

Asked, are the American underwrit- 
ers making any money on marine in- 
surance, Mr. Hedge replied: “I do not 
helieve on the strictly marine business 
the American underwriters made a dol- 
lar last year, I cannot answer defi- 
nitely, because the war risk premiums 
and marine premiums were not kept 
separate. The individual companies 
may have kept them separate, but they 
are not published. Of course, in nor- 
mal times you do not have this war 
risk premium and you do not have that 
profit. Our navy and the English navy 
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curbed the submarine far better than 
we expected and that is where that 
profit comes that the Bureau shows.” 


Don’t Want Standard Policy 


When Mr. Edmonds said: ‘We want 
to get you folks a policy just the same 
as they have in other countries,’ Mr. 
Hedge remarked: 

“IT do not think you need to worry 
about the policy at all. We would not 
want a standard policy. One man re- 
quires certain conditions and another 
man different conditions. One wants 
oil, another wants leakage cover, and 
another won’t want leakage cover. I 
think you won’t want to inquire about 
policies, because you will get into very 
complex difficulties if you do, and I do 
not think there is any legislation nec- 
essary. In fact, you might have a 
boomerang and hurt the American mer- 
chant, and you had better let him do 
the best he can.” 





A COLLISION CASE 


Considerable interest has been taken 
in the collision case, recently decided in 
the British courts, wherein the sinking 
of the steamer Burutu by the steamer 
City of Calcutta was considered. The 
casualty took place in St. George’s 
Channel in October 1918, when both 
vessels were steaming without lights as 
a precaution against enemy submarines. 
The decision reached was that neither 
vessel was to blame, the circumstances 
under which they were being navigated 
being solely responsible for tthe acci- 
dent. This decision is equivalent to say- 
ing that the loss falls upon the war risk 
underwriters and the loss will be settled 
accordingly. Of course, there is already 
ample precedent for this finding, and it 
may now be taken as a firmly estab- 
lished maxim that, where there is a 
clear issue, casualties caused by steam- 
ing without lights may be regarded as 
caused by war risks. This is indeed a 
complete reversal of the preconceived 
notion, current before the war, that un- 
der English law casualties caused by ex- 
tinguished lights were marine casual- 
ties. In fact emphasis was generally 
laid on ‘this point when it was under 
discussion, by the quoting of the French 
law on the matter, which was supposed 
to be directly opposite in its ruling. It 
is satisfactory to note that in the de- 
cision of these cases, equity, rather 
than the strict letter of the law, has 
been the deciding factor. Nor is it in 
“lights out” cases alone, that this is so, 
as the recent decision that the act of 
steaming in convoy is, in itself, an act 
of war, proves. 

It is not often that it is possible to 
record an action similar to that recently 
taken by an eminent firm of average ad- 
justers in the matter of remuneration. 
The case in question was that of a ves- 
sel which was carrying a valuable cargo, 
and which was the subiect of a serious 
fire. The resultant claim naturally ran 
into large figures, and the adjusters’ 
fees, being based upon the amount in- 
volved, was proportionately large. So 
jarge was the figure reached that the 
adjusters decided to return one-half of 
it to the underwriters, considering the 
other moiety to be sufficient reward for 
their services, and a note was attached 
to the statement to this effect. 

This action was, of course, taken 
without prejudice to any future transac- 
tions, and in no wise establishes a pre- 
cedent. It is, however, a very com- 
plete answer to the charges of rapa- 
ciousness recently brought against av- 
erage adjusters in the American press, 
for the firm who have taken this gen- 
erous action is one of the largest con- 
cerns ae * in New York. 


DEED TRANSFERRED 


A warranty deed by which the 
American School for the Deaf conveyed 
to the Hartford Fire Insurance Com- 
pany the land and buildings on Asylum 
Avenue, Garden Street and Sumne! 
Street, Hartford, was filed for record in 
the office of the town clerk of Hartfor¢ 
last week. 
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Experience, Facts and 
Logic Versus Verbiage 


(Continued from page 20) 


conservatism among marine underwrit- 
ers we believe we have accomplished 
our object and have done a service to 
marine insurance. 

Our contemporary, after reading our 
article on cotton in the edition of July 
11, evidently got the idea that we re- 
ferred to the reinsurance organization 
as likely to be managed by inexperi- 
enced underwriters and _ surveyors, 
whereas nothing of the kind was inti- 


mated. In fact, there is nothing in that 
article that we can retract, and we are 
inde@d strengthened in our original 


opinion and prophecy. 

If the statement is correct that the 
cotton concentration runs as high as 
$30,000,000, our estimate of $10,000,000 
is conservative. If the new organiza- 
tion expects to write say one-third of 
the business, it is apt to have a con- 
centration of $10,000,000, and the state- 
ment that the companies comprising 
the new organization will carry such 
liabilities with outside reinsurance fa- 
cilities, except under their own treaties, 
will not appeal to the average marine 
or fire underwriter, as the management 


is too conservative and the risk too 
hazardous to permit of any such pos- 
sibility. 


The statement that there will be no 





rate cutting, and one organization will 
work in harmony with the other is the- 
oretical and will not work out in prac- 
tice. It is well known that some cotton 
shippers have been doing business with 
the same companies for twenty or 
thirty years. They have always re- 
ceived prompt and efficient service, 
Their claims, whether large or small, 
have been promptly and satisfactorily 
adjusted, and even the brokers con- 
trolling their business cannot change 
the companies unless the brokers can 
go to the shippers with a proposition 
to the effect that they have equally 
good security but better rates than the 
shippers’ old companies are giving. On 
even terms the shipper would not make 


the change. Brokers who never had 
any cotton business on their books 


might be drawn to this class of business. 
They could offer their assureds five per 
cent rebate out of their commission, 
which means that a five per cent cut in 
rates would be reported to the policy- 
holders and it would be met by the older 
companies. When rates once are cut 
there is no telling where the decline will 
terminate. Therefore, the 
made in our articles are correct 
are based upon experience. 
OBSERVER. 


prophecies 
and 


Government Monopoly 
Means Higher Rates 


(Continued from page 1) 


shipment from New York to Rio dem which to pay losses and expenses than 


Janeiro, from which point it was going 
to Santa Cruz. The consignee instruct- 
ed him not to place the insurance, but 
to advise facts of the shipment, name of 
steamer, amount of invoice and charac- 
ter of goods to an agent of a British in- 
surance company located in Geneva, 
Switzerland. Mr. Merchant in Brazil had 
a policy of insurance with a British com- 
pany, placed through an agency in 
Geneva, 

Seeks Lowest Level of Premium 

Continuing Mr. McGee said: Marine 
insurance is a business which naturally 
seeks the lowest rate of premium, and 
it is almost impossible with all duz 
deference to you, gentlemen, to under- 
take legislation which will confine it or 
dam it up in any one particular direc- 
tion. Illustrating, he pointed to Argen- 
tina and Uruguay where marine insur- 
ance is a government monopoly, and yet 
as a matter of fact, perhaps not more 
than two per cent of the marine insur- 
ance business in Argentina and Uru- 
guay is controlled there. Mr. McGee 
said that where a government monopoly 
of that kind is established it generally 
means a higher rate of premium and 
higher taxation, which forces the local 
underwriter to charge such a high rate 
of premium that the business is forced 
to seek and naturally seeks the lowest 
level of rates. 


Foreign Underwriter Has Advantage 
Speaking of the disadvantages Ameri- 
can underwriters labor under, Mr, Mc- 
Gee said it was so easy for the insur- 
ance broker in New York, Philadelphia, 
Chicago, San Francisco or New Orleans 
to send a cable to London and place 
his business there where it can be 
Placed easier and cheaper purely be- 
Cause of the question of taxation. A 
London underwriter can take something 
like ten per cent less rate and have 
More money left in his pocket with 


a New York underwriter can, largely 
because of the question of taxation, the 
higher cost of living in normal times, 
and a higher standard of office salaries 
and office expenses. 
Each Market Has Own Policy 

Asked if there was a difference be- 
tween the form of policy given by the 
Cnglish and other foreign companies 
and that used by American companies 
that would discriminate against Amer- 
ican shipping, Mr. McGee answered: 
“Hardly.” Of course every insurance 
market has its own standard form of 
printed policy. The standard New York 
form of policy has been changed very 
little in a very great many years. 

Put Check on Brokers’ Forms 

Speaking of policy covering hulls, 
American owned hulls, American built 
hulls, Mr. McGee said there is a stand- 
ard form adopted by the American 
underwriter after consultation with the 
British underwriters. It was adopted 
as one means of checking competition 
and putting a stop to the introduction 
of clauses by brokers in printed forms. 
There was‘a time when every broker in 
New York, London and elsewhere had 
his own particular pet set of clauses 
which he would pin on his application 
blank when filed with the company. If 
the companies did not read them care- 
fully we would find to our sorrow and 
cost that the broker overnight would 
frequently put in something new or 
drop out a word here and there, result- 
ing in the companies being let in for 
some pretty hard experiences which 
they never anticipated. 

American Hull Policy Most Favorable 

Mr. McGee stated that there is quite 
a difference in the standard policies 
used by English companies for English 
hulls and those used for American hulls. 
The policy is not as favorable to the 
shipowner as the form granted to the 
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American shipowners. Mr. McGee stated 
that the English underwriters write just 
as freely in New York or Paris on hulls 
as they do in London. He says some 
British companies write no American 
hulls in the American market, but they 
write them entirely in the English 
market, which gives the London under- 
writer an advantage of from ten to 
twelve per cent or more in rate. 
Adjustment of Losses 

In answering the question put by Mr. 
Chindblom, would there be any advan- 
tage in the adjustment of losses in plac- 
ing insurance with American companies 
as against foreign companies, Mr. Mc- 
Gee said: “The advantage in the ad- 
justment of losses is that if you can go 
into a man’s office and talk to him 
about your loss face to face, you get 
your loss settlement a great deal quick- 
er and more friendly and more advan- 
tageously than through the medium of 





the case.” Mr. 


papers submitted in 
McGee said there is a difference in the 


formalities in presenting claims. The 
great practice in England is that claims 
are presented formally through papers. 
These papers show evidence of ship- 
ment of the goods; evidence of condi- 
tions by which they were delivered and 
evidence of the fact that they have been 
lost by some peril of the sea, 


Equalizing Overhead Charges 

Mr. McGee was asked by Mr. Kin- 
cheloe, what would be your remedy to 
equalize the overhead charges of for- 
eign companies so that American com- 
panies could compete with them? Mr. 
McGee answered: “As we see it the 
great evil of the competitive feature of 
our business is the great facility with 
which marine insurance may be export- 
ed from the country by insurance brok- 
ers and escape taxes and other onerous 
features.” Illustrating, Mr. McGee 
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said: “Three or four years ago I en- 
countered one insurance broker in New 
York who was a lazy wretch, but still 
did quite a business. I spoke to him 
about coming into our office once in a 
while. He, the broker, said ‘It is so 
much easier for me to let somebody else 
do the work, so when I have any marine 
insurance orders I just draw up a cable- 
gram and cable to London and let the 
jondon broker do all the work.’ Con- 
tinuing the broker said: ‘Of course, I 
get only about two-thirds of the commis- 
sion but look at the expenses IJ save; 
look at the trouble I save.’” 
The Question of Taxation 

Mr. McGee stated in answer to the 
question put by Mr. Edmonds, “Has the 
broker the same brokerage tax to pay 
that you have?” “No sir, brokers are 
not taxed. Insurance companies are.” 
Answering Mr. Edmonds’ further query, 
“Do foreign insurance companies do 
business in New York without tax?” 
Mr. McGee stated, “No, sir. Foreign 
insurance companies which are per- 
mitted to do business in New York pay 
substantially the same tax as the native 
company, but if an insurance broker 
sends an order to London and the insur- 
ance is placed in London, the insurance 
company in London accepting it pays 
no tax at all in the United States.” 
Continuing Mr. McGee said: “I keep 
saying London all the time, because, 
after all, London is the great marine 
insurance market of the world; I do 
not mean anything invidious.” 

American Companies Earn Less 

Asked how American companies com- 
pare with foreign companies in the mat- 
ter of net earnings upon capital invested 
Mr. McGee said: “Well and by large, 
I should say that the American com- 
panies while they do very well, the 
American marine insurance companies 
have never shown the great profits the 
British marine insurance companies 
have shown.” 

Policies Differ on Account of Law 

Asked if there are any terms in the 
American policies that are different 
from the English policies, Mr. McGee 
answered: “The American cargo policy 
is a different one in its general text 
from the British policy. There are a 
great many things that the American 
must put in his policy because he has 
no laws which guide him. England has 
a code, enacted during the time of King 
Sdward, and therefore, an Englishman 
does not have to say as much in his 
policy as we do. Another thing, fre- 
quently the American courts interpret 
language differently from the British 
courts so that it is necessary for the 
American to express himself pretty care- 
fully at times and to put it into the 
policy. A great deal of the English law 
is comprehended in the code.” 

“Deviation” Clause an Advantage 

Asked about the deviation clause in 
American policies and its alleged detri- 
mental effect to our shippers Mr. Mc- 
Gee said: “The clause reads: ‘This pol- 
icy shall not be vitiated by any uninten- 
tional error in description of voyage or 
insurance, provided the same be com- 
municated to the insurer as soon as 
known to the insured, and an additional 
premium paid if required” It means 
this, if a man has made an honest error 
in describing the name of the vessel, 
or if he has made some unintentional 
error in the description of the voyage 
or misdescribed the goods that he has 
insured it shall not be held against him 
and he has a chance to rectify it.” 
Americans Equipped to Handle Losses 

Asked if the American companies 
were as well equipped in the matter of 
adjustments elsewhere than at home as 
the foreign companies Mr. McGee as- 
sured the committee that they were 
quite as well equipped. 

In discussing settlements in the case 
of a total loss Mr. McGee stated that in 
the case of a total loss, clean-cut with- 
cut any salvage, American companies 
pay the face of the policy in the ab- 
sence of fraud. In the case of dam- 
axed goods, that damage is adjusted at 


the destination of shipment. The per- 
centage of damage is arrived at by a 
comparison of the sound market value, 
sound wholesale market value, as com- 
pared with the damaged wholesale 
value. 
Competition Between “Experience and 
Ignorance” 
Asked if there is any competition be- 
tween the American companies as to 
rate, Mr. McGee answered: “Oh, yes. 
In the present condition of affairs we 
have competition between experience 
and ignorance. It is possible to take a 
policy to an underwriter in one company 
and get a lower rate than he can with 
another company. That is due to the 
competition between experience and ig- 
norance, and by that I mean this, that 
at the end of December, 1909, in New 
York State, there were thirteen places 
to which a man could go to place ma- 
rine insurance business. Today there 
are something like 150 or 160. In 1910 
there were thirteen new companies, 
making a total of twenty-six. The war 
produced a situation and the large 
amount of business arising from the 
huge war premiums attracted a lot of 
capital so that today I think we have 
something like 160 to 175 individual in- 
surance companies doing business in 
New York. Now it takes a long time 
to train a marine underwriter. There 
is no loyal road to education in marine 
insurance. They have to serve an ap- 
prenticeship from the ground up, be- 
cause they must learn by experience 
and experience only. There was a great 
demand for marine underwriters and 
the supply was lacking, and therefore 
there have been gentlemen previously 
engaged in various lines of business who 
have just taken up marine underwrit- 
ing during the past three or four years, 
and that is what I mean when I say 
it is competition between experience 
and ignorance that is today producing 
a very large difference in marine in- 
surance rates. And then there have been 
a great many companies established 
during the war time that got the taste 
of a big premium income—and a big loss 
outgo with it—but they got the taste of 
big figures and now they are trying to 
keep their average income up to that 
established in war time. Therefore 
there is a great deal of competition 
which can only have one end. You can- 
not sell insurance for less than cost any 
more than you can sell anything else.” 
Capacity of American Market 
Answering the question put by Mr. 
Lehlbach to what degree would the 
present existing American marine in- 
surance companies be able to absorb the 
entire underwriting business on Amer- 
ican cargoes and their bottoms, Mr. 
McGee said: “Business begets capacity. 
Where there is business to be placed a 
market will be found. To take a con- 
crete example, the American hull busi- 
ness until very recent time has been a 
negligible thing. To successfully trans- 
act marine insurance business an un- 
derwriter must have a volume of spread. 
He must have his liabilities spread over 
a wide surface. Back of 1910 it was a 
difficult thing for the American ship- 
owner to place more than ten or fif- 
teen per cent of the value of his vessel 
in the American market. He could place 
only a small proportion of his value be- 
cause there was not enough business for 
any one underwriter to hazard any very 
large sum on any particular risk. Now, 
as the number of American hulls grew 
and has grown the capacity is widened. 
On a real good vessel of a real good 
character I have not the slightest doubt 
but that you could place in a New York 
market today something like $1,000,000 
on a hull alone.” Mr. McGee stated that 
on a vessel of the type of the Lusitania, 
in the American market in purely Amer- 
ican companies you could probably place 
something like $3,000,000 of insurance. 
More Next Week 
In the marine department of next 
week’s issue of The Eastern Underwrit- 
er we will print more material from the 
hearing before ‘the sub-committee of 
the Committee on Merchant Marine and 
Fisheries in connection with marine in- 


surance, 








MARINE AND FIRE 


New York, Amsterdam, Copenhagen and Buenos Aires 


15 William Street - « ° . New 








RE-INSURANCE 


ROBT. R. toe LAER, Inc. 


York 











WM. H. McGEE & CO. 


MARINE UNDERWRITERS 
15 WILLIAM STREET, NEW YORK 


General Agents Marine Department 
St. Paul Fire & Marine Insurance Co. 
Phenix Insurance Co. of Hartford 
Great American Ins. Co., New York 
Camden Fire Insurance Association 
Westchester Fire Insurance Co. 
Niagara Fire Ins. Co. 


U. S. Managers 


(Copenhagen) 


Skandinavia Re-insurance Co. 


Agents Marine Department 


Providence Washington Insurance Co. 
Massachusetts Fire & Marine Ins. Co. 








MARINE DEPARTMENT 
NATIONAL FIRE INSURANCE CO. of Hartford, conn. 
MARINE DEPARTMENT 


NORTHWESTERN NATIONAL INS. CO. of Milwaukee, Wis. 


TED STATES GENERAL AGENT 


UNI 
A/S NORWEGIAN JOINT INS. CO., P.K.W.S., LTD. of christiania, 
OVERSEAS UNDERWRITING AGENCY, Inc. 


27 WILLIAM STREET 
Telephone Broad 346-7-8 


NEW YORK 


Norway 








AMERICAN EQUITABLE ASSURANCE 


OF NEW YORK 





Surplus to Policyholders $1,014,237.98 


Marine and War 
Risk Insurance 


Losses made PAYABLE in all parts of the world 


Columbia Underwriting Agency, Inc. 
ALBERT ULLMANN, President 
General Agents Marine Department 


48-54 BEAVER STREET, NEW YORK 





CO. 


























ALB. SMEESTERS 


6 Rue des Colonnes 


PARIS 


Insurance and Reinsurance 





Cable: Montalais, Paris 














| 











lo} 




















July 25, 1919 


THE EASTERN 


UNDERWRITER 





LD nd 





CASUALTY AND SURETY NEWS 


Contractors Plan 
To Save Brokerage 


ORGANIZING 





SERVICE BUREAU 


Commissions to Offset Cost of Main- 
taining Various Boards; Legality 
of Proposal Not Established 








Large contractors throughout the 
United States are working on a plan to 
broker their surety bonds within their 
own organization and get the benefit 
of considerable money in commissions. 
The big contractors are forming a na- 
tional association which will own all 
the stock of an incorporated service 
bureau similar to some of the bureaus 
in the insurance business. This bureau 
will investigate tax questions, follow 
legislation and many other matters. 
What interests insurance men is the 
part the service bureau is designed to 
play in effecting, through a brokerage 
department, the surety bonds of the 
association members. 

Would Pay for Bureau 

The amount of commissions accruing 
from this business would be enormous 
and would be used by the organization 
to pay for the cost of administering the 
service bureau, relieving the members 
of cost of running it. 

It is said that the legality of such a 
method has been taken up with insur- 
ance Officials and that it is favorably 
regarded, not being looked upon as a 
rebating scheme. 

If it should prove possible for the 
big contractors throughout the country 
to carry out such a plan, it would ser- 
iously affect the brokerage accounts in 
a number of insurance offices. 





SHIPBUILDERS BUY INSURANCE 





Employes’ Association in Delaware 
Plant Procures Protection in Massa- 
chusetts Bonding 





The Employes’ Association of the 
Merchants Shipbuilding Company, Har- 
riman, Delaware, has purchased a group 
life and disability policy in the Massa- 
chusetts Bonding & Insurance Company 
The association has been conducting a 
benefit insurance system of its own, but 
a short time ago decided that it would 
get this protection in a regular insur- 
ance company. The contract provides 
for $9 a week disability benefits cover- 
ing for illness and accident, whether 
occupational or non-occupational. 

Arrangement was also made with the 
Metropolitan Life for $250 death ben- 
efit. The Merchants Shipbuilding Com- 
pany has approximately 12,000 employes 
and the Employes’ Association expects 
to have a membership of about 8,000, 


COLORADO RATES ADVANCED 

Colorado compensation rates have 
been advanced about 12 per cent. The 
state compensation fund will increase 
its rates about 10 per cent. 





; One of the principal perils of the 
agent is the discovery that he is his 
own master. 





Bonding Companies 
in Foreign Lands 


EXTENDED 





BUSINESS BEING 





Bank Credits Established By Thorough 
Use of Introductions and 
Correspondence 





The United States has now become a 
great world power. Its goods are Ccar- 
ried in its own ships to almost every 
part of the world. Enterprising mer- 
chants are establishing large foreign de- 
partments. The export business of the 
United States is becoming enormous. 

Surety companies are alive to the sit- 
uation and realize that corporate surety- 
ship is a necessity in this country and 
that our merchants are so used to cor- 
porate suretyship that they will insist 
upon having it available in foreign 
countries. A number of the live surety 
companies are quietly conducting ag- 
gressive campaigns for foreign busi- 
ness. They have been diligently pre- 
paring themselves to execute bonds in 
any part of the world that American 
merchants may need them. This has 
required a very extensive correspon- 
dence with foreign and American banks 
and banking institutions abroad. 

Establishing Credit 

A few of the larger companies are 
now prepared to execute bonds in al- 
most any part of the globe. They first, 
of course, establish their credit with 
large local banks or bankers. Through 
these banks and bankers taney get sat- 
isfactory introductions to foreign banks 
and bankers and then negotiate treaties 
or agreements by which the foreign 
bank or banker will execute or procure 
the execution of the necessary bond, 
obligation or undertaking on cable from 
the surety company direct. 

In most foreign countries there are 
no surety companies nor representa- 
tives of American or English com. 
panies. The corporate sureiy bond sys- 
tem originated in England, has been 
highly developed in the United States 
and is peculiar to those countries under 
the Common Law. In countries where 
the Roman Law dominates corporate 
suretyship has not developed. 

Surety companies realize that the de- 
mand for bonds abroad will grow stead- 
ily as foreign business increases. Of 
course there are certain hazards pe- 
culiar to this foreign business and cer- 
tain expenses that are inzidental to it. 
For instance, in the matter of fidelity 
bonds the companies figure that the 
return of salvage in the event of loss 
would be practically nil. 

The rates of premium for foreign bus- 
iness are not yet established. One of 
the companies charges double the 
United States rate. Another one of the 
large companies stated that it made an 
additional charge of one-half of one per- 
cent on the amount of the bond. The 
additional charge is intended to cover 
the fee paid by the American company 
to the foreign bank or banker that gives 
the bond. 





Revised prices have been issued for 
Hudson, Autocar and Studebaker mod- 
els. 
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The New York Insurance Department in a recent examina- 


“While the business of the Company has increased, 
admitted assets and the surplus a corresponding in- 
crease in the ratio to liabilities. 
Company, therefore, has been healthy. 

The affairs of the Company are being efficiently and 


set aside for outstanding losses and other liability 
items, and policyholders are being accorded fair and 
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Plate Glass Cost 
Still Advancing 


LOWERED 





AGENTS WISH RATES 


Evidence Accumulating That Cost of 
Replacements Will Be Increased 
Generally 
Plate glass prices continue to rise. 
In Chicago an advance of about 17 per 
cent has been announced. In Detroit 
there has been a substantial advance 
and also in Philadelphia. It would 
appear that these advances are but the 
forerunner of others in various parts 
of the country, which taken together 
would have the effect of materially ad- 

vancing the price level everywhere. 

Compilations derived from the pre- 
mium and loss returns of last year 
showed that the several plate glass in- 
surance rate increases no more than 
offset the increased cost of replace- 
ment. With additions to this cost it is 
only fair to assume that before long 
the subject of rates will again be forced 
to the front and additional insurance 
charges made to keep the companies 
from running behind financially. 

Wish Rates Reduced 

In the face of increasing replacement 
costs insurance agents in Chicago are 
clamoring for a reduction in the insur- 
ance rates. It was expected in many 
quarters that before long glass prices 
would begin to recede although it was 
expected that the recession, if any, 
would he extremely slow. Contrary to 
the hopes entertained the peak has not 
been reached and therefore demands 
for insurance premium reductions at 
this time would seem out of line and 
with no hope of realization. 

One encouraging feature of the com- 
pensation situation is the absence this 
vear of new laws providing for state in- 
surance schemes. North Dakota is the 
only sore spot, 


Maryland to Have 
Stamping Office 
COMPENSATION 


MAINE RATES 





Brief to Be Filed for Higher Schedule; 
Mutual Caused Trouble in 
Maryland 


Following the hearing before the in- 
surance commissioner of Maine on the 
compensation situation in that state a 
committee was appointed to file a brief 
on behalf of the carriers who desire 
higher rates to offset the changes in the 
law. This committee is composed of 
Manager Whitney, of the Bureau, Mr. 
Mullaney, of the American Mutual and 
Mr. Moore, of the Royal. 

It is estimated that the changes in 
the law have increased the cost of 
carrying compensation insurance by 
fifty per cent, but strange to say the in- 
surance commissioner clings to the 
opinion that the insurance can be car- 
ried at the rates now charged. A brief 
will be sent to the insurance commis- 
sioner probably during the present 
week. 

Stamping Office Arranged 

Maryland is to have a stamping office 
and central inspection service for com- 
pensation risks. A meeting was held in 
Baltimore, July 18, following which the 
insurance commissioner so instructed 
the branch Bureau. The stamping office 
idea is now in use in most all the Bu- 
reau branches and it has done much to 
steady conditions. 

The’ situation in Maryland was 
brought about by the competition of a 
New Jersey mutual which was not ad- 
hering to the Bureau rates. In Mary- 
land the commissioner had instructed 
all companies to use the Bureau rates, 
but this was not being done. 


The latter part of this month bids on 
about $4,000,000 of road work will be 
received in Harrisburg, Pa. 
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Where Differences Lie 

There is a general belief among Bu- 
reau members that a list price plan of 
rating automobile liability risks is su- 
perior to the old horse power rating 
system even though the list price plan 
may not be perfect. It is still held that 
under the old system it was impossible 
to get proper horse power ratings. In 
fact, they were often very far from cor- 
rect. One of the principal difficulties 
with the present list price system exists 
between old and new cars. There has 
been a steady advance in price of auto- 
mobiles and the man who bought a ma- 
chine several years ago is getting his 


insurance for less than a later purchaser 


for the same type of car. Another 
source of trouble arises in connection 
with closed and open cars. There is a 
general belief that the closed car is the 
more hazardous, although some do not 
agree on this point. These differences 
and others similar are in a fair way of 
‘ing ironed out. 
a +. ” 
After Ideas 
Mutual casualty companies are going 
through very much the experience of 
stock companies some years ago. The 
need is being felt of co-ordinating the 
work of the various departments. It is 
proposed to do this by the means of 
conferences from-time to time, begin- 
ning with the claim men and later on 
holding joint meetings of claim and 
safety organizations. Then also the 
heads of accounting departments will 
be brought together and views ex- 
changed on methods of making tax re- 
turns, reporting under Schedule Z and 
numerous other questions. It is pos- 
sible that the medical men may be 
brought together to discuss their own 
problems, an important one among 
which is that of company owned hos- 
pitals. These hospitals have sprung up 
in various sections of the country, and 
the companies claim that much money 
has been saved by their operation. 
There is a large one in Chicago, one in 
New Jersey and one in Detroit. Some 
of the mutuals that started out to do 
only compensation business have 
branched into the automobile line and 
this business has grown to such an ex- 
tent that the carriers feel the neces- 
sity of giving it some special study. The 
automobile department heads will like- 
ly take part in conferences devoted to 
their own line. 
* * * 
Louisville Man Chosen 
Charles E. Peters, Louisville, Ky., has 
become traveling special agent in the 
compensation and liability department 
for the United States Casualty. 
* ak * 


Bonds Written Quickly 

The facility with which surety bonds 
are now effected well illustrates how 
universal this form of protection has be- 
come, and the perfected machinery for 
handling the business. One Saturday 
morning at eleven o’clock the office of 
H. T. E. Beardsley & Company, Inc., 
New York, was asked by a ship owner, 
previously unknown to them, for a stipa- 
lation for value in the amount of $100,- 
000. The same afternoon at three 
o'clock a surety bond was executed in 
New Orleans and the vessel released. 
One afternoon at four o’clock a ship 
broker not previously known to the 
Beardsley office asked for a discharge 
of attachment bond in the sum of $90,- 
000, to be signed in Seattle. The next 
morning at eight o’clock, Seattle time, 
the bond was executed in Seattle. 








“Rally” Month Successful 
In a letter of appreciation sent by 
Agency Director C. Clark Howard, of 
the Great Eastern Casualty, he tells 
agents that the special drive for busi- 
ness in June resulted in collections 
being by far the best the company has 
ever experienced in any one month. 
Also more agencies produced new busi- 

ness than in any previous month. 
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Made 10,000 Per Cent 

It is told of a policyholder in Utah 
that he paid a premium of $1.50 and 
his policy went into effect at twelve 
o'clock noon. At exactly 12:10 he had 
an accident which laid him up five 
months and the company paid him $150, 
the biggest dividend the company ever 
heard of. 
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Assistant in Bureau 
Louis A. Mills, formerly with the 
Workmen’s Compensation Publicity Bu- 
reau, has returned to that office and 
will succeed Mr. Knight as assistant to 
Manager F. Robertson Jones. Mr. 
Knight is leaving to enter another line. 


DELAY NOT MATERIAL 
That the general contractor was some- 
what delayed in construction of a build- 
ing by the failure of the steel con- 
tractor to begin or finish his own work, 
as contemplated by all parties, did not 


in itself justify abandonment of the con- 


tract by the general contractor where 
his contract was not dependent upon the 
steel contract and had been entered 
into before owners had made the con- 
tract with the steel contractor. Kenney 
vs. Massachusetts Bonding & Insurance, 
Supreme Court, New York. 


TURNS DOWN COURT OF CLAIMS 


Governor Sproul, of Pennsylvania, has 
not established a court of claims on the 
ground that it is not necessary. The 
Governor says that under existing law 
the Commonwealth cannot be sued un- 
less it gives its consent. The bill pro- 
viding for a court of claims would make 
the state liable to respond in damage 
for the negligence of any of its agents 
or employes. It is also pointed out that 
the Federal Government has never as- 
sumed such liability and few of the 
states have done so. 
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Member of Bar Explains to Others 
How System is Worked in 
Philadelphia 





It is at least encouraging to find thai 
attention of the Pennsylvania Bar 
Association has been directed to the ex- 
tent of ambulance chasing in Philadel- 
phia, by a member of the Bar. William 
W. Smithers, a Philadelphia lawyer, 
made this statement: 

“It is common knowledge at the Phila- 
delphia Bar that there are two classes 
of solicitors for negligence cases. One 
is the free-lance man who goes around 
with blank powers of attorney. 

“Not long ago I had witnesses in such 
a case, and one said to me, ‘Oh, I am 
a friend of So and So. I know all about 
this business. I carry these all the 
time,’ and he pulled out some powers of 
attorney with the name of an attorney 
written in giving him 50 per cent of 
the possible claims that this witness 
might get. He said, ‘If I happen to see 
an accident. I get hold of the people 
ond just have them sign, and send ‘that 
down. I get 25 per cent.’ 

Blanks Signed Hastily 

“That is one kind of the free-lance 
solicitors. Also, it is well known that 
there is a party of free-lance solicitors 
who get powers of attorney signed in 
blank hastily in a hospital or a doctor's 
office. Oftentimes with the connivance 
and at the instance of the doctor who 
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may attend an accident case; and 
periodically those free-lance men meet 
with a body of certain gentlemen known 
as specialists in accident cases for the 
plaintiff, and auction off those agree- 
ments, and the name of the successful 
attorney at that auction is inserted in 
the power of attorney, and the attorney 
never saw the client, and was never 
really employed by him, and the first 
interview between ‘the attorney and the 
client occurs when a note is dropped 
from the attorney to So and So, saying, 
‘Iam your attorney in the accident case 
that occurred at Fifteenth and Chest- 
nut streets, please call and see me.’ 
That is the free-lance solicitor. 


Corps of Investigators 


“Then there are maintained in more 
than one office in Philadelphia a corps, 
not one or two men, but a corps, of 
investigators specially attached to that 
particular office. One of those men 
told me that he was paid $50 a week, 
all expenses, furnished an automobile, 
and a percentage of 10 per cent on re- 
coveries. Those men go out into the 
body of the people, and they make liti- 
gation where there would never have 
been a thought of litigation. 

“Here is the vice: when these at- 
torneys issue ‘their writs and come to 
counsel for the defendant to consult on 
the question of settlement, we never 
ask them how the accident happened, 
we say, ‘What are you going to prove?’ 
We know the ropes. That is all we 
ask, and they have sat in my office time 
and time again and boasted of the evi- 
dence that they are going to produce, 
and admit practically that it is a frame- 
up, and say to me, ‘What are you going 
to do?’ 

“This is a condition that is really 
appalling, if you meet it, as I unfor- 
tunately very frequently have in my 
practice. I tell you it is a serious mat- 
ter. And it is true that this combina- 
tion goes to my knowledge all through 
the eastern part of Pennsylvania, not 
alone Philadelphia county.” 





MOVING RISK COVERED 

About $8,000,000 in assets of the Hart- 
ford Trust Company, and several times 
that amount in safe deposit boxes, was 
moved from the Hartford Trust Com- 
pany Building to the home of the Con- 
necticut Trust & Safe Deposit Co., the 
entire distance being about 400 feet. 
An insurance policy to protect the trust 
company against loss was written by the 
Aetna Life. 





Ballard McCall has been made treas- 
urer of the National Surety; Arthur P. 
West and T. Davidson Brown, vice- 
presidents, and Stewart Johnston, 45- 
sistant treasurer. 
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Selling disability insurance to 
Selling railroad men is just a little 
Railroad different from other disability 
Men lines. The Continental Cas- 
ualty has this to say on the 
subject: “An ordinary sales talk should 
consist of seven points, viz.: (1) Gain- 
ing an audience (2) securing attention; 
(3) gaining interest; (4) creating de- 
sire; (5) creating conviction; (6) clos- 
ing; and (7) making a getaway. In 
selling accident and health insurance to 
railroad men, however, we can over- 
look the first two steps entirely and give 
but secondary consideration to all the 
others save No. 4. Of course it is quite 
essential that desire be created in an 
attempt to sell anything, but in dealing 
with the average ‘type of ‘rail’ the 
greatest possible stress must be laid on 
this feature. It is very important that 
your sales talk be so constructed as to 
make sure of the creation of desire on 
the part of the prospect. If the railroad 
man does not desire a thing he is very 
apt to reject quite forcibly any attempt 
on the part of a salesman to close with 
him. On the other hand, however, it 
should be an easy matter to instill the 
idea into a prospect’s mind that he 
wants a policy, for there are many rea- 
sons why he should carry one but no 
reason why he should not. A brief little 
monologue on the part of the salesman 
vividly portraying the benefits and ad- 
vantages of an insurance policy should, 
if deftly delivered, be quite sufficient to 
create in the prospect such a desire that 
‘closing’ would be only a matter of 
passing over the pencil. We realize that 
each of our representatives has ‘ap- 
proaches’ and sales talks of their own 
which they have used successfully, 
many of them emphasizing the feature 
above described. However, if you have 
heretofore neglected this ‘desire’ ele- 
ment we recommend that you proceed 
at once to develop a talk which will not 
fail to create an ‘honest-to-goodness’ 
desire on the part of the prospect for a 
policy. The result can only be a big 
increase in business.” 
* e 
With respect to com- 
Stock Company pensation insurance, 
Co-operation the pending changes 
Essential in the admin'stration 
of the Bureau and 
system of rating, President John T. 
Stone, of the Maryland Casualty, says: 
“There will still be the contest be- 
tween the two classes of carr‘ers—non- 
participating or stock companies, and 
participating or mutuals of the several 
subclasses—and each will urge its 
claims upon the patronage of the in- 
suring public as against the otber. 
There will always be need for an as- 
sociation of stock companies. There 
are many things that can best be done, 
and some that can only be done, by 
‘o operative action, for the advance- 
ment of the interests of stock com- 
panies as distinguished from mutuals. 
My position as an outspoken and un- 
qualified advocate of the superiority of 
stock company insurance is, I hope, so 
well known that it is hardly necessary 
for me to say that while I heartily 
approve this new move in the direction 
of a more comprehensive statistical 
and rating bureau, I am altogether com- 
mitted to the continuance of co-opera- 
tion among stock companies for the 
strengthening of their specific program, 
and the wise handling of their specific 
Problems.” 
* ¢ «@ 


George W. Kreer, of the 


Getting Massachusetts Bonding, 
Annual writes over fifty per cent 
Premiums of his industrial business 

on the annual premium 
basis. Mr. Kreer gives the following 


hints on how he accomplishes this: 

To accomplish results in securing 
annual premiums the principal thing is 
to make a start. The varying tempera- 

ments and mentalities of both agents 


CASUALTY AND SURETY POINTERS 







and prospects make any set of rules 
difficult to formulate. If your prospect 
is a man who is in business on his own 
account or who earns a good salary, 
when the question of premium is raised 
always quote an amount equivalent to 
the policy fee plus twelve premiums for 
the first year and an amount equivalent 
to twelve premiums each year there- 
after. Issue the receipt accordingly and 
in most cases he will pay you the annual 
premium. If he demurs show him the 
advantages of paying by the year and 
the dangers of being in arrears. Ex- 
plain the ten per cent increase in in- 
demnities for annual premiums, the 
greater convenience to himself, in that 
the whole transaction is settled for the 
year instead of having to be repeated 
each month, and picture to him the con- 
tented state of his mind as a result of 
his knowing that his insurance will be 
in force when he needs it. 

“Point out to him if necessary that 
most people pay their rent, grocery bills, 
doctor bills, etc., in full—not on the in 
stallment plan. Tactfully probe him and 
often you will find that he pays his life 
insurance annually—$50, $100 or even 
more. Such a man has no valid ex- 
cuse for sticking $2 a month under your 
nose and would not think of doing so 
were it not for your suggestion. Fellow 
agents, if you will make a little inquiry 
among your present policyholders you 
will find many who, while paying you 
monthly, are paying substantial sums to 
others annually for life insurance. Near- 
ly a year ago a lady clerk in a dry goods 
store, earning $15 a week, said to me, 
‘It’s a good thing you called early this 
month as I had a $50 life insurance 
premium to pay on the 20th” Had I 
suggested that she pay yearly when I 
took her application she would have 
done so. She’s paying that way now.” 

* _ oo 


As a suggestion to work 


Policy Fees for permanence the Mas- 
vs sachusetts Bonding says 
Renewals’ to its fieldmen: 


What are you working for 
—policy fees or renewals? 

Do you care whether a policyholder 
renews or not? 

Do you care enough to honestly try 
to induce him to renew? 

What does your record of gain—or 
loss—in number of policyholders for 
last year show? 

Are you after the first few policy fee 
dollars or the many following renewal 
dollars? 

How many “apps.” do you write to 
gain one permanent policyholder? 

Can’t you reduce the proportion of 
your lapses—by 50 per cent? 

Just that alone will make a 10 per 
cent increase in your business—and in- 
come—this year. 


Try. 
om + * 
Two good arguments for 
Good large liability insurance 
High Limit limits under automobile 


Argument policies are furnished by 

judgments’ recently ob- 
tained. A New York jury recently gave 
judgment for $45,000 in a case where an 
automobile skidded and knocked over a 
lamp post beside which a small child was 
standing. The injuries to the child caused 
paralysis. Automobile liability policies 
are usually written to cover for $5,000 
one person injured and for $10,000 two 
or more persons injured in one acci- 
dent. A New York jury has given a 
verdict of $45,000 against an automobile 
owner who was in collision with a mo- 
tor cycle. The motorcyclist’s leg was 
amputated as a result of this accident. 





To warrant recovery by a material 
man against a contractor’s surety 
upon a bond it is necessary that the 
plaintiff show either that the material 
‘was used in prosecution of the work or 
that it was delivered on the ground for 
use therein. 
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NEW JERSEY LAW CHANGES 





Points of Difference in Compensation 
Act That Are of Most Importance 
to Underwriters 





The most important changes in the 
New Jersey compensation law are as 
follows: 

Compensation increased from $10 to 
$12 and the minimum from $5 to $6. 
Compensation increased from fifty per 
cent to sixty-six and two-thirds per 
cent, subject to $12 maximum. Period 
during which employer or insurance 
carrier must furnish medical aid ex- 
tended from two to four weeks, the $50 
limit still prevailing. Waiting period re- 
duced from two weeks to ten days, Sat- 
urdays and Sundays included if the in- 
jured is physically unfit for work on 
those days. 

Hernia has been declared to be in the 
majority of cases the result of a physi- 
cal defect or weakness. In only rare 
cases can compensation be claimed for 
disability of this nature. Compensation 
for loss of teeth by accident has been 
determined at the rate of four weeks 
for each tooth. Forty weeks is given 
for loss of hearing in one ear and one 
hundred sixty weeks if in both ears. 

The Legislature has also provided a 
measure of protection to employers in 
cases in which the injured refuses to 
comply with his pbysicians’ directions 
and through negligence causes extended 
disability or permanent injury. It is 
essential, therefore, that an employee 
lend himself in every way to accomplish 
a speedy recovery, in order that he be 
entitled to the full benefits of the 
statute. 





HEADS BONDING DEPARTMENT 

Gordon Grahame, formerly in the 
home office of the Maryland Casualty, 
has taken charge of the bonding depart- 
ment of Alford & Blaker, general ag- 
ents of the company in Chicago. 





The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
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PLANS OF MUTUALS 


The National Association of Mutual 
Casualty Companies is planning to hold 
a conference of claim attorneys. It was 
decided at a meeting of the Governing 
Board of the Association that regular 
conferences of the claim managers, 
safety engineers, statisticians, and med- 
ical directors would not only be instruc- 
tive but also promote progress in the 
improvement of these features of the 
companies. The conference will be held 
in conjunction with the next meeting of 
the Governing Board, which convenes 
at the same time and pla¢e as the 
annual meeting of the National Conven- 
tion of Insurance Commissioners. The 
National Association is making a special 
study of social health insurance and Its 
possible effect upon the conduct of 
workmen’s compensation insurance. A 
resolution was presented favoring the 
collation by some federal department 
of all the data available on sickness by 
number of cases, states and other terri- 
torial subdivisions, by occupations, sex, 
and age, and probable cost of compensa- 
tion for time lost on account of same, 
and that special and major emphasis be 
laid upon the development and perfec- 
tion of plans for prevention of sickness. 
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Every Home Owner 
Needs a Fyr-Fyter 


And almost every home owner knows he needs a Fyr- 
Fyter. Yet only a few have them—about one in a hundred. 


The others are waiting for a live insurance man to take 
their orders. Will you take them? 


You are teaching fire prevention just as strongly as you 
teach fire protection. 


And we believe that you are as justly entitled to the 
profits on Fyr-Fyter as on insurance policies. 


Fyr-Fyter is the panic-proof one quart extinguisher that 
combines exclusive features making it safe, sure and 
efficient. 


Write for our proposition. It’s a money-maker. 


The Fyr-Fyter Co. 


Dayton, Ohio. 











